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REGRETS WILL NOT RECALL -OPPORTUNITY. 


ILLINOIS MANAGERS WANTED 


At Bloomington — £Freeport — La Salle 
Elgin — Peoria _ 


Also some fine General Agency openings in 
Eastern IOWA and Eastern MISSOURI 
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LIBERAL CONTRACTS—STANDARD and SUB STANDARD Risks 
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CHICAGO CONVENTION 
ATTRACTS ATTENTION 





Final Touches Are Being Put on 
the Program for the Big 
Event 


DISCUSSIONS OF INTEREST 





Practical Subjects Will Be Treated by 
Big Men in the Business Who 
Are Qualified 


NEW YORK, Aug. 22.—All present 
indications point to a record-breaking 
attendance at the 34th annual convention 
of the National Association of Life 
Underwriters, to be held in Chicago, 
Sept. 5-7. Never were men out “on the 
firing line’ more keenly alive to the 
possibilities for writing life insurance, 
or more eager to inform themselves as 
to advance selling plans than they are 
today, which fact, coupled with the 
accessibility of the convention city, is 
responsible for the unusual interest dis- 
played by field men in the forthcoming 
gathering. 

The admirable entertainment program 
arranged by the Chicago fraternity will 
have its appeal, but the strong urge 
comes from the desire of the ambitious 
agents to learn from contact with kin- 
dred spirits how life insurance can be 
more effectively presented to prospects, 
and the interest of policyholders sus- 
tained to the degree that will induce their 
advertising the benefits of the institution 
of life insurance to their friends. 

Foreword of the Convention 


The program for the convention has 
been prepared with unusual care; the 
keynote being supplied by the foreword 
as follows: 

“Several national conventions have 
discussed great needs and how life in- 
surance can be used to satisfy these 
needs. This convention will pursue 
the subject further by considering 
how life insurance may help other great 
institutions to satisfy great national 
needs. These other great institutions 
need the cooperation of life insurance 
and life underwriters. This convention 
will bring out the national funda- 
mental importance of life insurance to 
Society and its relations to other 
great institutions with which it is nat- 
urally in cooperation—to the mutual 
benefit of all.” 


Discussion of Practical Subjects 


In keeping with that purpose a limited 
number of addresses will be made by 
men eminent in various walks of life. 

i€ major portion of the time, however, 
will be given over to the consideration 
of such practical subjects as “Methods 
of Increasing the Amount of the Aver- 
age Policy,” “Life Insurance for Be- 
quests,” “Methods of Getting Prospects,” 

How to Start the New Agent,” “Se- 
curing and Maintaining the Cooperation 
of Old Policyholders—Their Business 
and Influence,” “Cooperation Between 


OUT AFTER BUSINESS 


— — 


POLICY LIMITS ARE DOUBLED 


National of Vermont Adopts New Pro- 
gram of Business-Getting, Setting 
Goal High 


The feature of the agency convention 
of the National Life of Vermont at the 
home office last week was the announce- 
ment by the officers of the company 
that policy limits had been increased 
and quotas set for the coming year. 
This was a line of action new to the 
company and came as a_ complete, 
though thoroughly appreciated, surprise 
to the agents of the company. The 
National of Vermont has been one of the 
most conservative of the conservative 
old eastern companies and has never 
gone out after the business in the 
aggressive way adopted by the western 
companies. This is, of course, a great 
aid to the company’s present campaign, 
for it places the company in a most 
advantageous position, backing age, 
strength and conservativeness behind a 
strong campaign for new business. 

Policy Limits Doubled 

The policy limits have been raised 
to $100,000. This is just double the 
former limits and opens the way for 
the placing of much business that for- 
merly passed into other hands. It will 
be most appreciated in the big cities, 
where the big policies are written in 
large numbers and in these places a 
great increase in volume of new business 
should be shown as a result of this 
move alone. When the large policies 
are placed and the necessary shopping 
around is done for placing the excess 
coverage, a company with a limit of 
$50,000 has just half the opportunity 
of that with a limit of $100,000 for get- 
ting a share of the business, for two 
policies and two examinations are never 
attractive, when one can cover the 
same end. The new policy limits, added 
to the recently revised and reduced rate 
schedule, gives the agents a strong in- 
centive for the big production that is 
now anticipated. 











Trust Companies or Trust Departments 
of Banks and Life Insurance Com- 
panies.” Each of the above named sub- 
jects will be opened by a brief talk by 
a field man of proven capacity, followed 
by the discussion of a number of con- 
crete propositions applicable to prospects 
of varying years and having different 
needs. 
Some Who Will Speak 

Among those scheduled to address the 
gathering, in addition to President A. 
QO. Eliason, are Dr. John A. Stevenson, 
vice-president of the Equitable Life of 
New York, who will speak upon the 
“Fundamentals of Professional Life 
Underwriting,” and Merrill T. Callaway, 
vice-president of the Guaranty Trust 
Company of New York, whose subject 
will be “Cooperation Between Trust 
Companies or Trust Departments of 
Banks and Life Insurance Companies.” 

In past years those charged with the 
preparation of convention programs have 
given heed to the insistent call that new 
talent be given opportunity to express 
itself, a departure not wholly success- 

(CONTINUED ON PAGE 20) 








WM. D. WYMAN IS DEAD | 





BERKSHIRE LIFE PRESIDENT 





Started in the Business as a Rate Book 
Man in Chicago for Massachusetts 
Mutual 


President William D. Wyman of the 
Berkshire Life died suddenly Monday 
morning of this week at 2 o'clock at 
Hillsboro, N. H., his birthplace and old 
home, following an illness of only an 
hour or so. Mr. Wyman served as 
president of the National Life Under- 
writers Association in 1901-1902. He 





w. D. WYMAN 
Late President Berkshire Life 


was twice president of the Chicago Life 
Underwriters Association, first in 1892 
and later in 1897. Mr. Wyman also pre- 
sided over the Association of Life In- 
surance Presidents one year. 


Wyman Was Greatly Beloved 


He was a man greatly beloved by all 
who knew him. Mr. Wyman had the 
soul of a thorough gentleman. He was 
ever considerate and possessed those 
traits of character that made him what 
can be termed in the truest sense of the 
word, a lovable man. He was born at 
Hillsboro, N. H., April 24, 1859. He 
was first a school teacher. In 1883, he 
became a life insurance agent at Chi- 
cago, representing the Massachusetts 
Mutual Life. June 1, 1885, he was ap- 
pointed one of the general agents of the 
company in Chicago. April 22, 1889, he 
was appointed Illinois state manager for 
the Berkshire with headquarters in Chi- 
cago and continued in that capacity until 
Oct. 31, 1908, when he was called to the 
home office as vice-president and treas- 





(CONTINUED ON PAGE 20) 


JULY SALES SHOW AN 
INCREASE OVER 1922 


Large Gains in Life Insurance 
Were Made in the Far West 
and South 


YEAR WILL SET RECORD 


For the First Seven Months of the 
Year the Total New Business 
Was $3,402,505,000 


NEW YORK, Aug. 21.—Sales of or- 
dinary life insurance during July were 
substantially greater this year than last 
according to figures compiled by the Life 
Insurance Sales Research Bureau of 
New York. Over $465,000,000 worth of 
new business was issued in this country 
by 48 companies which, in 1922, had 
over 80 percent of the ordinary life 
insurance in force. This is a gain of 
18 percent over last year’s sales. Judg- 
by past experience, the Bureau 
states that it normal for the sales 
of life insurance to fall off about 10 per- 
cent in July from the June sales. This 
year was no exception and the sales 
dropped from over $515,000,000 worth 
to $465,000,000, a decrease of 10 percent, 

Gain of 19 Percent in 7 Months 

As all of this decrease may be ex- 
plained as due to regular seasonal in- 
fluences, the abnormal slackening which 
occurred in a great many lines of busi- 
ness and industry does not seem to be 
present in the life insurance field when 


ing 


is 


the whole country is considered. Sales 
throughout the United States during 
the first seven months of this year 


amounted to $3,402,505,000 as compared 
to $2,843,990,000 for the same period 
of last year, a gain of 19 percent. 

The gain made in July by the country 
as a whole was due principally to large 
gains in the far western and southern 
states, although there were only five 
states that did not show some increase 
and only one state, New Hampshire, 
fell below 99 percent of last year’s rec- 
ord. This was accomplished in spite of 
the fact that more insurance was sold 
last year than in any other year except 
1920. Present indications are that 1923 
will break all records. If it does it will 
be a great achievement. 

Western Territory Active 


In July only two out of the eight 
sections into which the country is di- 
vided showed gains greater than their 
average gain for the first seven months 
of this year. These sections were the 
Pacific and west-central groups. None 
of the eight groups showed a gain of 
less than 15 percent above last year’s 
sales. In the Pacific states there was 
a phenomenal increase in the sales in 
July which amounted to $36,841,000, or 
slightly over 50 percent above the sales 
in July of last year. Washington State 
led the country by showing a gain of 
62 percent. The Pacific states have 
gained 26 percent during the first seven 
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months of this year over the same per- 
iod of last year. This is a greater gain 
than was reported by any other group 
of states for the same period. 


Situation in Western States 


The western states, although varying 
greatly among themselves, have con- 
tinued to average well above last year 
and made gains above those of the coun- 
try as a whole. The other sections of 
the country did not deviate greatly from 
the records of all sections for July. 
Most of the western states made sub- 
stantial gains, but the average was 
pulled down by losses in Colorado. The 
gains in the west-central states were 
generally good, with Kansas in the lead. 
Thanks to Massachusetts and Connecti- 
cut, New England held to the record 
established for the first seven months 
of the year, in spite of the poor show- 
ing of New Hampshire. All of the 
southern and central states made sub- 
stantial gains during July, although in 
neither section were the gains as high 
as the average gain for the whole coun- 
try. The Middle Atlantic group did not 
do very well, only Pennsylvania and 
District of Columbia showing gains as 
great as the country’s average. 

Four Metropolitan Districts 


The figures for four metropolitan dis- 
tricts, compiled by the Bureau, show 
that these districts rank as _ follows 
when arranged in order of the percent 
gained in July of this year over July of 
last: New York, Boston, Philadelphia, 
and Chicago. None of these districts 
gained as much as the country as a 
whole and Chicago fell below last year’s 
record. Only in Boston was the gain 
in July greater than the gain for the 
first seven months of the year. 

Taking the country as a whole, or 
by sections, and comparing the record 
in July, 1923, to that of July, 1922, the 
gains which have been made in the sales 
in insurance are very substantial and 
gratifying to insurance men. When the 
comparison is made between July of 
this year and the total of the first seven 
months of the year and when only the 
groups are considered these comparisons 
are not quite favorable in a number of 
cases; but.in two cases they are so very 
favorable that for the country as a 
whole, it can be said that the splendid 
record for the first six months was prac- 
tically maintained during July. 


TO HONOR THE COMMISSIONER 


Wisconsin Insurance Federation Ex- 
pects 300 at the Dinner for New 
Insurance Department Head 


The Wisconsin Insurance Federation 
expects to have over 300 in attendance 
at the dinner it will give on the eve- 
ning of Aug. 29 in honor of the new 
insurance commissioner, W. Stanley 
Smith. The state fair will be in progress 
at that time and hence a number of out- 


side members will be in the city. Henry 
F. Tyrrell, legislative counsel of the 
Northwestern Mutual Life, will be 


toastmaster. Governor Blaine of Wis- 
consin and all the state officials that 
have any relationship with insurance 
have been invited. Talks will be made 
bv D. O. Stine, Wisconsin state agent 
of the St. Paul Fire & Marine; former 
Commissioner Platt Whitman; C. M. 
Cartwright of THe NATIONAL UNDER- 
writer. William M. Wolff, manager of 
the Fidelity & Deposit at Milwaukee, is 
president of the federation. 


Central Life’s Minnesota Rally 


The Minnesota agency of the Central 
Life of Iowa held its thirteenth annual 
meeting last week at the Green Lake 
Country club at Spicer, Minn. Several 
hundred delegates were present at the 
convention which opened last Friday, 
A. J. Nelson of Willmar presiding. J. F. 
Branton, state manager at Minneapolis, 
delivered the address of welcome. The 
annual banquet was held Friday evening 
and another banquet was held on Satur- 
day evening. 











general agent for the Massachu- 

sets Mutual Life, is a prominent 
figure in both local and national life in- 
surance circles. Mr. Bishop is a fa- 
miliar figure on the platform, having 
taken part in the activities of the Chi- 
cago association and the National asso- 
ciation from the beginning of his insur- 
ance work. He is a past president of 
the National association and served in 
a similar capacity with the Chicago as- 
sociation for two terms. 

Mr. Bishop’s entry into the profes- 
sion of life insurance was the direct re- 
sult of a solicitation for a policy by an 
agent. The selling talk of an agent has 
been responsible for many of the pres- 
ent good agents. In this case Mr. 
Bishop was a young business man and 
an agent for the Washington Life had 
sold a policy to Mr, Bishop for the bene- 
fit of his mother. It was in 1888 and 
life insurance did not have the universal 
appeal it has today. 

Strong Appeal Was Made 


a BRACKETT BISHOP, Chicago 
. 


However, the Washington Life agent 
made such an appealing presentation of 
the policy and the business itself that 
Mr. Bishop became interested in it and 
talked it over with the manager of that 
company. A very flattering offer was 
made Mr. Bishop by this manager—the 
large sum of $12 a week in the form of 
an advance—and this was especially at- 
tractive as at the time Mr. Bishop’s total 
assets did not pass the $25 mark. That 
evening, riding out on the train to his 
home, Mr. Bishop talked over the prop- 
osition with a friend who happened to 
be William Treese Smith, former man- 
ager of the Massachusetts Mutual at 
Chicago. Before the home was reached 
Mr. Bishop had arranged to join Mr. 
Smith as an agent and at a stipulation 
even more flattering than that origin- 
ally offered. 

Had No Knowledge of Insurance 


Mr. Bishop had never before seen a 
policy or rate book. He had been in 
the mercantile business, first in Boston, 
where he was burned out, then in New 
York and finally in Chicago. He was 
taken on as the first agent appointed by 
Mr. Smith after he became manager and 
he quickly made good. 

After carrying the rate book for eight 
years, Mr. Bishop was taken into part- 
nership with Mr. Smith as Smith & 
Bishop, being associate manager for six 
years. He then became manager in 
1902, which post he has held for the 
last 21 years. He has seen great ad- 
vances in the business, both in his own 
office and in the country at large. When 
he joined the Massachusetts Mutual its 
insurance in force was under $70,000,000 
—it is now over $1,000,000,000. Writings 
in Illinois have increased from $1,000,000 
annually in the first year he joined the 
company to over $20,000,000 annually 
now, Illinois leading all states in the 
country for the Massachusetts Mutual. 


Bishop Is a Progressive 


Mr. Bishop has been an advocate of 
numerous advanced steps. one totable 
case being the drawing of women into 
the business. At first he was emphat- 
ically opposed to such an inroad into 
the profession, but he quickly changed 
his attitude and was one of the first to 
take women into his agency force. He 
now has several who are agency leaders 
in production, one writing over $250,000 
annually. He has always been a stu- 
dent of the business and has seen many 
of the changes as necessary before gen- 
erally advocated, then taking up the is- 
sue with the associations and the com- 
panies, with the result that his efforts 
were to a great extent responsible for 
the change. He was one of the first to 
earnestly approach the government on 
war risk insurance and deserves much 
credit for the institution of that great 
service which thoroughly sold the idea 
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of life insurance to the country. He has 
always been enthusiastic about the busi- 
ness and today is as zealous as in his 
first year, fully enjoying his work and 
always ready to persuade others to take 
it up. He has been 35 years in the 
business, entirely with one company. 
Strong Association Man 


Nor has Mr. Bishop confined his ac- 
tivities to his individual work. He has 
always been a strong association man. 
Practically his first step when he en- 
tered the business was to join the Chi- 
cago association, the late John K. 
Stearns being president at that time. He 
was twice president of the local asso- 
ciation and in 1911, the last time the 
National association held its «annual 
convention in Chicago, his associates 
presented such a whole-hearted boom 
for him that he was honored with the 
presidency of the organization. He has 
also been active in civic, philanthropic 
and religious work, living out his ex- 
pressed policy of making a life as well 
as making a living. Mr. Bishop is also 
one of the greatest travelers in the busi- 
ness, having visited all sections of the 
world. He is an advocate of a good va- 
cation and thus takes one or two months 
each year, spending this in travel 
through foreign lands. His travels 
through Europe and the Orient have en- 
abled him to study insurance conditions 
in those lands and have greatly broad- 
cned his conceptions of the business. He 
has looked upon these tours as a part 
of his life insurance education. Mr. 
Bishop is the veteran general agent in 
Chicago, being the only one now in 
office who held that title when he was 
so appointed. He has seen the passing 
of the popularity for assessment insur- 
ance, the death-knell of the twister and 
rebater, as practiced in the early days 
of the business. He now views the 
business as one of the greatest and 
cleanest open to aggressive young men 
and is a salesman of the profession. 
First of all, however, he is a great as- 
sociation advocate and credits the ad- 
vances of the business to association 
activities. 


x * * 

LMER S. ALBRITTON of Dallas, 
Texas, of Weems & Albritton, state 
managers of the Minnesota Mutual 
Life of Texas, is a graduate of North- 
western University of Evanston, Ill. He 
had been out of the university some six 
or eight months looking around for a 
business connection. Life insurance ap- 
pealed to him and furthermore some 
of his good friends were already in 
that business. After he started he saw 
the possibilities that would come to a 
successful man in that line. He began 
soliciting under Manager Orville Thorp 
of the Kansas City Life at Dallas. In 
1911 he gave up field work and entered 
home office duties. He resigned as vice- 
president of the Minnesota Mutual Life 
January 1, 1922 and returned to Texas 
to take up field work. During 1922, the 


Weems & Albritton Agency secured 
$5,000,000 of net business. The agency 
is Out for $7,500,000 this year. Outside 


ot the two partners the agency consists 
of 20 producing agents. Mr. Albritton 
has developed into a large personal pro- 
ducer. He is a hard worker and has a 
real love for life insurance. Last year 
he ranked as the leading personal pro- 
ducer of the company. 
* * * 

R C. J. ROCKWELL, director of 

the life insurance school at Pitts- 
burgh University, took up his duties 
there when the life insurance school of 
Carnegie Tech was moved bodily to the 
University of Pittsburgh. Dr. Rockwell 
was director of the life insurance school 
at Carnegie for about a year, having 
taken that position upon the resigna- 
tion of Griffin M. Lovelace, when the 
latter went to the New York University 
in a similar capacity. Dr. Rockwell has 
been in the life insurance business for 





‘WILL INCREASE SCOPE 


IT WILL HAVE MORE BALLAST 


Security Life & Trust With Larger 
Funds Will Be Able to Write 
More Business 


President George A. Grimsley of the 
Security Life & Trust of Greensboro, 
N. C., says that the company will move 
its home office to Winston-Salem, N. C., 
in January or February. Winston- 
Salem is the largest city in the state. 
There will be no change whatever in 
the management of the company, Mr. 
Grimsley continuing as president and 
head of the organization. However, a 
large block of the new stock to be 
issued has been taken by people in 
Winston-Salem. 

The capital stock of the Security Life 
& Trust has been $150,000 and will now 
be increased to $500,000, the new stock 
to be sold at $200 a share, par value 
$100. This will give it additional sur- 
plus of $350,000. Practically all of the 
new stock has been sold. The Security 
Life & Trust felt hampered because oi 
its comparatively small surplus and the 
opportunity that it had for writing much 
more business than it did. If it wrote 
all the business that it could, its sur- 
plus would be wiped out. The com- 
pany now has about $9,000,000 insur- 
ance in force and it is writing at the 
rate of $500,000 a month. 

It is licensed in. North Carolina, 
South Carolina, Georgia, Florida and 
Texas, but is not pushing for business 
at all, not even in North Carolina. The 
new surplus will put it in a position to 
campaign for business. It is simply 
writing now what is coming to it. Mr. 
Grimsley was formerly president of the 
American Life Convention and is well 
known to fraternity. C. C. Taylor. 
vice-president and general manager oi 
the company, is also well known in 
the life insurance field. 








nearly 15 years, his previous insurance 
experience having been with the Ed- 
ward A. Woods Agency in Pittsburgh. 
He has been through the life insurance 
mill, having been a solicitor there, later 
going to Johnstown to manage the dis- 
trict in that vicinity. During the war 
he returned to Pittsburgh, where he 
was secretary of the Edward A. Woods 
agency until he went to Carnegie Tech 
as an instructor under Mr. Lovelace in 
the life insurance school. 

Dr. Rockwell has been 1n Seattle con- 
ducting the summer course which the 
life insurance school is giving in that 
city. A year ago a similar summer Sses- 
sion was held in Los Angeles. 

* * * 

OBERT L. JONES, general agent 

for the State Mutual Life in New 
York and treasurer of the National Life 
Underwriters Association, has been 1 
the life insurance business since 188°, 
having entered the employ of the Mw 
tual Reserve Life of New York City. 
which company has retired from bust 
ness, as soon as he left prep school. He 
started in as an office boy and stayed 
with the Mutual Reserve until 1906, a 
which time he was assistant secretat) 
of that company. At that time Mr 
Jones became interested in the agency 
end of the business and joined the L. A 
Cerf Agency of the Mutual Benefit ™ 
New York City as a solicitor. He held 
successively the positions of solicitor 
supervisor and assistant manager, being 
with the Mutual Benefit for seven yeat, 
In 1913 he accepted the position 
general agent for the State Mutual, 0 
Worcester, Mass., in New York City 
and has retained that position eve 
since, building up a splendid busines 
Mr. Jones operates as a broker's office 
altogether and has been exceptionally 
successful under this system. Whe! 
with the Mutual Benefit his work * 
supervisor and assistant manager ¥® 
largely in connection with brokerage 
business. 
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COMPLETE PLANS FOR 
CHICAGO CONVENTION 


Royal Welcome and Unequaled 
Entertainment Await Delegates 
to National Meet 


REGISTRATIONS MOUNTING 





Present Rate Indicates Attendance of 
4,000 to 5,000—Hotels Rapidly Sell- 
ing Out for That Week 


Complete details are now being 
rounded out for the annual convention 
of the National Association of Life Un- 
derwriters, to be held in Chicago, Sept. 
5-7, and the convention, which is now 
certain to be the greatest gathering of 
insurance men ever held, is assured a 
program of entertainment unequaled in 
the past. The Chicago Association oi 
Life Underwriters, which is in charge 
of all local arrangements, has divided 
itself into committees to cover the work 
and each committee is prepared to fur- 
nish unequaled service to the guests of 
the convention. 

This convention, the total attendance 
at which is expected to pass the 4,000 
mark, will at once be a great advertise- 
ment for the business and the profes- 
sion and a great stimulus for both the 
new and old agents in attendance. 


Plan Unique Publicity 


President Darby A. Day of the Chi- 
cago Association and his committee 
chairmen are making arrangements for 
publicity of unusual. nature which will 
keep the meeting before the public dur- 
ing the entire three days of the con- 
vention. A fleet of motor busses has 
been chartered to operate through the 
city, connecting all of the leading hotels 
with the convention headquarters and 
the convention hall in Medinah Temple. 
These busses will carry large signs on 
the outside, advertising to the public 
that the life underwriters of America are 
in Chicago for the three-day convention. 
The radio broadcasting stations are to 
be called on for aid in carrying the mes- 
sage throughout the country. The en- 
tire program of the annual banquet, 
which is to he held at the Drake Hotel, 
will be broadcasted from Station WDAP, 
one of the most powerful stations in 
the middle west, and the evening’s pro- 
gram will thus be heard in every corner 
of the United States. Negotiations are 
also under way for broadcasting of all 
daytime sessions from another of the 
powerful Chicago stations, so that in- 
surance men and the public as a whole 
throughout the country should be able 
to receive the message of life insurance 
as brought to the Chicago convention. 


Transportation Facilities Planned 


The fleet of busses which the Chicago 
Association has chartered will be of 
great aid to the convention delegates, as 
it will connect all of the leading hotels 
with the Medinah Temple, where the 
business sessions are to be held. The 
busses will operate between the La Salle, 

ongress, Blackstone, Morrison .Sher- 
— and Drake hotels and the Medinah 
Temple. All delegates who wear the 
entration badge will receive free 
wal portation on these busses and they 

ill be devoted exclusively to the trans- 
fertation Ot convention delegates. These 
ee will operate throughout the day 
ee — need for transportation to 
= convention headquarters is 

Registration Service Unique 


One of the i i 
J most important service 
i ttees of the Chicago Association 
at on hotels, headed by E. J. Falty- 








PRACTICE . CONDEMNED 
SEEK SOME UNDERSTANDING 
Commissioner Wall:sz of Utah Speaks 


on Writing of Limit Pay Forms 
by Fraternals 





MINNEAPOLIS, MINN., Aug. 22.— 
Commissioner J. W. Walker of Utah 
presented a paper on “The Issuance of 
Limited Payment Certificates by Fra- 
ternal Beneht Societies” before the an- 
nual meeting of the National Conven- 
tion of Insurance Commissioners in 
Minneapolis today. Mr. Walker says 
that this subject is one of importance, 
as some of the fraternal benefit societies 
are writing such forms, although the 
high courts in certain states have ruled 
out the provisions in their states. He 
said that the states should take some 
general action in order that the fraternal 
societies will be either permitted to 
write or restrained from writing such 
forms generally and not face the possi- 
bility of placing the members at a dis- 
advantage after carrying a policy for 
many years. 

Need Definite Understanding 


Mr. Walker said, “If our fraternals 
can rightfully issue limited pay certifi- 
cates we should so understand it. If 
they are exceeding their authority they 
should be so informed by our position 
in the matter set forth. In states where 
the uniform fraternal law does not gov- 
ern, the matter will be settled by those 
states individually, but in states where 
that uniform law controls they will be 
interested in the question, as the ruling 
has been made under the operation of 
that law.” Mr. Walker said that it 
would not be a fair proposition for fra- 
ternals to write these forms, as it would 
be treading on the domain of the legal 
reserve companies, inasmuch as the tra- 
ternals would not pay the same fees and 
taxes that legal reserve companies pay, 
although issuing the same policy. Mr. 
Walker said that it is a twofold problem, 
as justice is not being done the legal 
reserve companies by permitting the 
move, and at the same time it is a 
hardship on the fraternal member to 
find himself unable to provide an es- 
tate certain for his family. 


Refers to Court Decisions 


Mr. Walker cited the recent decision 
of the Missouri court of appeals, the 
previous decision of the supreme court 
of Nebraska and the ruling of the at- 
torney general of Iowa, all of which 
prohibit the writing of limited pay life 
policies by fraternal societies. The Mis- 
souri case is based upon the Nebraska 
case. The decision of the supreme court 
of Nebraska held that the fraternal had 
no right or power to issue any other 
kind or class of certificates than the 
ordinary beneficiary certificate and that 
the society never had the right, under 
the law, to issue a’ paid up certificate. 
In the ruling of the Iowa attorney gen- 
eral, this decision is repeated and it 
is further cited that it would be unfair 
to legal reserve companies to permit 
the writing of such policies by the 
fraternals, while operating without the 
same rules and taxes. 








sek, general agent of the Equitable Life 
of Iowa. Mr. Faltysek’s committee is 
handling the hotel registration for the 
entire convention and has notified the 
life underwriters throughout the country 
that all hotel reservations are to be 
made through this committee and not 
with the hotels direct. As a result, the 
committee will be able to furnish all 
delegates with complete information as 
to the whereabouts of any other listed 
by association and also in alphabetical 
order, so that anyone can be found im- 
mediately through the files, the hotel 
and even the hotel room being shown. 


Registrations Coming In Volume 


Registrations are now flooding the of- 
(CONTINUED ON PAGE 16) 


EMPIRE MUTUAL NOW WRITING 


Will Organize Texas First and Expects 
to Enter Several States 
Within Year 


DALLAS, TEX., Aug. 21—The Em- 
pire Mutual Life of Dallas is the newest 
addition to life insurance circles in the 
Lone Star state. The company was 
chartered a short time ago and already 
$90,000 of business has been written, ac- 
cording to R. Young, general agent for 
the company. 

Z. E. Marvin of Dallas is president of 
the new company. Mr. Marvin sug- 
gested to some of his business friends 
in July that it was time for a big mu- 
tual life company to be formed here. 
Acting upon the suggestion several 
Dallas business men got together and 
the arrangements were perfected. At 





Z. E. MARVIN. 


a meeting of the board of directors this 
week Mr. Marvin was named president. 
He is out of the city and has been noti- 
fied of his election. 

Everett Owens was named vice-presi- 
dent; G. C. Sheerin, treasurer; M. O. 
Hardy, secretary, and Dr. C. M. Grigsby, 
medical director. 

The plans of the company right now 
are to work Texas thoroughly. The 
writing of business will be pushed in 
Dallas and all parts of the state, it was 
said. Branch offices and agents will be 
put in the field immediately. 

It was announced that in a short time 

the company would carry its activities 
to other states. It plans to be operating 
in a dozen states within the next cight 
or nine months. 
The president of the new company is 
one of the best known business men in 
Dallas. He is rated in the millionaire 
class and is financially able to make the 
new company go. The other officers 
of the company are highly rated in Dal- 
las and Texas business circles. Mr. 
Marvin is owner of a chain of drug 
stores, some office buildings and other 
business and residential property in Dal- 
las and north and west Texas. Head- 
quarters for the new company will be 
in the Marvin building here. 


Plan for A. L. C. Meeting 


Lee J. Dougherty, general manager 
of the Guaranty Life of Davenport, Ia., 
was host last week at a meeting of the 
executive conrmittee of the American 
Life Convention, at which plans for the 
Des Moines meeting in the fall were 
discussed. J. B. Reynolds, president of 
the Kansas City Life, who was among 
those present, had an additional inter- 
est in the Davenport visit, as a string of 
his horses was entered in the Mississippi 
Valley Fair race meet being run off at 





the time. 


COMMISSIONERS OPEN — 
MINNEAPOLIS MEETING 


State 
Represented at Sessions of 


Thirty-one Departments 


National Convention 


HAVE STRONG ADDRESSES 


Question of Rate Making and Super- 
vision Is One of Most Important 
Before Gathering 


MINNEAPOLIS, MINN., Aug. 22.— 
Thirty-one state departments were rep- 
resented in Minneapolis Tuesday morn- 
ing when the 54th annual convention 
of the National Convention of Insurance 
Commissioners was called to order by 
President H. O. Fishback, insurance 
commissioner of Washington, In the 
absence of Governor J. O. Preus, Louis 
L. Collins, lieutenant governor, wel- 
comed the delegates for the state of 
Minnesota, Other addresses of welcome 
were made by Fred L. Gray, vice-presi- 
dent of the Minneapolis Civic & Com- 
mercial Association, and by William H. 
Eustis, former mayor of Minneapolis. 
Mr. Gray emphasized the interest of 
policyholders in the work of insurance 
commissioners and suggested that in all 
case of doubt as to whether the policy- 
holders was being adequately protected, 
that doubt should be resolved in favor 
of the policyholder. Mr, Eustis won the 
heart of the convention by his eloquent 
and patriotic welcoming address. Re- 
sponse of the commissioners was made 
by John C. Luning of Florida, first 
vice-president of the convention. 

Greetings From Coolidge 


When the call of states was in prog- 
ress Burt A. Miller, superintendent of 
insurance in the District of Columbia, 
responded with the greetings of Presi- 
dent Coolidge, who asked that his views 
on insurance and its place as expressed 
at the Prudential convention last winter, 
be brought before the commissioners. 

The presidential address of H. O. 
Fishback suggested more time be given 
on convention programs to discussions 
rather than to formal papers. He de- 
clared that local agents are the most 
important unit in the factors which 
determine the standing of insurance in 
local- communities and that the good 
agent was a commissioner's chief sup- 
port while the poor or crooked agent 


was his worst annovance. Adiustments 
of health and accident, liability and 
automobile losses were criticized by 


President Fishback as too often unsatis- 
factory. He placed most of the respon- 
sibility for this condition on independent 
adiusters, too many of whom, he said, 
did not intend to be fair or just in their 
handling of claims. 

According to Mr. Fishback local 
agents should not be permitted to settle 
losses, since their tendency is almost 
invariably to favor the policyholder at 
the expense of the company. 


Controlling Unlicensed Companies 


Commissioner Harry L. Conn of 
Ohio in opening the Tuesday afternoon 
session on the subject, “How Far May 
States Control or Prohibit the Making 
of Insurance Contracts by Unlicensed 
Companies,” advocated that the home 
state of a companv should control it 
by revoking its charter when it insured 
risks where it was not licensed. Mr. 
Conn said that this plan was constitu- 
tional, practicable and legislatively ef- 
fective. 

Deputy Commissioner Gough of New 
Jersey agreed with the principle of ac- 
tion proposed by Mr. Conn, but ques- 
tioned whether the penalty needed to be 
so severe to accomplish the results de- 
sired. He pointed out that to make the 
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plan entirely effective every state in the 
union must pass the suggested legisla- 
tion, otherwise a single state not acting 
might become the mecca for a host of 
companies writing in all other states. 

That the constructive remedy pro- 
posed by Mr. Conn would do all that 
legislation could hope to do in restrict- 
ing underwriting by unlicensed com- 
panies but would never entirely elimin- 
ate the evil was the statement of Com- 
missioner Wesley E. Monk of Massa- 
chusetts. Mr. Monk cited laws of his 
own state which safeguarded policy- 
holders against danger of loss because 
of carrying insurance in unauthorized 
companies., 

Cc, W. Hobbs’ Address 

That company charters governing 
coverage as granted by the states might 
well be based on the idea of the class 
of property insured rather than on the 
kind of insurance granted, was the sug- 
gestion of Clarence W. Hobbs, former 
Massachusetts commissioner. Thus a 
company might be chartered to insure 
property against all hazards, to insure 
automobiles, plate glass and _ other 
classes. Those scheduled to discuss Mr. 
Hobbs’ paper were not present. 

Tuesday evening more than 225 peo- 
ple had registered and most of them 
accepted the invitation of the Minne- 
apolis Underwriters Association to be 
its guests of an automobile tour of 
Minneapolis and at a dinner at the 
Radisson Inn. 

Rate Question Up Wednesday 


Wednesday’s first session was marked 
particularly by the papers on rate mak- 
ing by Commissioners Stoddard of New 
York and Hyde of Missouri. Mr. Hyde 
believes the convention should rescind 
its action endorsing a prescribed method 
for figuring underwriting profits, Dis- 
cussion of the subject was continued by 
Superintendent Houston of Illinois. 

Insurance waste by giving credit and 
by return of policies is very large in the 
casualty field, according to the reports 


made to the Iowa department. Phis 
waste, according to Commissioner W. 
R. C. Kendrick of Iowa, reaches nearly 


$70,000,000 a year for casualty com- 
panies reporting in Iowa. Other classes 
of companies have large losses also but 
not so high. Commissioners E. W. 
Hardin of Oklahoma and Howard P. 
Dunham of Connecticut spoke briefly on 
the same subject. 

Other sneakers on Wednesday were 
Tohn W. Walker of Ufah on “Issuance 
of Limited Payment Certificates by 
Fraternal Benefit Societies”; Commis- 
sioners Burt A. Miller of the District 
of Columbia and W. R. Baker of Kansas 
on the same subject; J. J. McMahan of 
South Carolina, George W. Wells, Jr.. 


of Minnesota, Samuel McCuiloch of 
Pennsvivania and A. S. Caldwell of 
Tennessee on “The Licensing of a Cor- 


poration to Act As Insurance Agents or 
Brokers,” and W. N. VanCamp. Stacey 
W. Wade, Will Moore and W. Stanley 
Smith, on “Progress in Fire Preven- 
4 ” 

10n. 

; It is expected that H. O. Fishback 
will be elected president at the election 
Thursday morning which will concude 
the meeting. H. L. Conn, insurance 
commissioner of Ohio, was made chair- 
man of the committee on laws and legis- 
lation by President Fishback. 


Ex-Commissioners In Attendance 


“Many former insurance commission- 
ers accompanied their successors to the 
meeting here. Herman L. Ekern, now 
attorney general of Wisconsin, has been 
mingling with the commissioners. Ru- 
mor has it that he will be the La Follette 
candidate for governor in Wisconsin or 
for United States senator to succeed 
Senator Lenroot when present terms ex- 
pire. A. L. Harty of Missouri, now 
treasurer of the International Life ; 
Thomas B. Donaldson, ex-commissioner 
in Pennevivania, now with the Eagle 
Fire in Newark: Clarence W. Hobbs of 
Massachusetts: Tesse M. Phillips of New 
York; Tames Victor Barry of Michigan; 
Felix Hebert of Rhode Island: F. H. 
Hardison of Massachusetts; Walter K. 
Chorn of Missouri; C. A. Palmer of 
Michigan, and Gustaf Lindquist of Min- 





PROGRAM OF INTEREST 
CONVENTION AT SWAMPSCOTT 


Massachusetts Mutual Life Has Pre- 
pared the Schedule for the Annual 
Agency Gathering 


The Massachusetts Mutual Life an- 

: ; 
nounces the program for its agents 
convention to be held at Swampscott, 


Mass., Sept. 11-13, as follows: 
Tuesday Morning, Sept. 11 


Opening of the Convention—President 
Ward H. Hackleman. 

Address of welcome and a few facts 
concerning the investment policy of the 
Massachusetts Mutual Life—President 
W. W. McClench. 


Life Insurance as an Investment and 
Saving—Chester O. Fischer, James M. 
Blake. 

Conservation of the Investment and 
Savings Through the Installment Op- 
tions—Wrayburn M, Benton, Assistant 


Superintendent of Agencies. 
Further Thoughts on the Same 
ject—Norris H,. Bokum, Chicago. 


Sub- 


Wednesday Morning, Sept. 12 


Some Legai Phases That 
Insurance Companies to 
Complicated Use of Installment 
—Frank G. Hodskins, Counsel. 

Special. Income Policies—Harry H. 
Pierce, Assistant Actuary. 

Income at 60 and 65—George K. Jones. 


Compel Life 
Restrict the 
Options 


Deferred Annuities—Louise Hall. 
Thursday Morning, Sept, 1% 
Life Insurance and Its Uses—I. H. Off- 
ner, Milwaukee, 
The Average Policy—Your Living; the 
Big One—Your Savings—Charles B. 


Stumes, Chicago. 


Advertising and Salesmanship—Irving 
R. Allen of the H. W. Kastor & Sons 
Advertising Agency, Chicago. 

Carry On—Joseph C, Behan, Superin- 


tendent of Agencies. 
Election of Officers. 


nesota, all now connected with insur- 
ance organizations or companies, are 
there. John A. Hartigan of Minnesota 
is helping to entertain his former fel- 
low commissioners. Some of them find 
it hard to keep out of the committee 
meetings and to discuss insurance ques- 
tions without a feeling that they still 
belong as members of the convention. 
Other ex-commissioners are E, H. 
Dearth of Detroit, J. F. Ramey of 
Kentucky, B. W. Gearheart of Ohio, E. 
H. English of Iowa, C. G. Revelle of 
Missouri, A. I. Vorys of Ohio. 
Company Officials Present 


Life company officials in attendance in- 
clude Louis F. Butler, president of the 
Travelers; A. E. Tuck, assistant secre- 
tary of the Equitable of New York; R. M. 
Malpas, president of Reinsurance: Life of 
Des Moines; A, L. Harty, treasurer Inter- 
national Life; H. F. Tyrrell, legislative 
counsel Northwestern Flutual; T. W. 
Blackburn, secretary of American Life 
Convention; W. L. T. Rogerson, vice- 
president Life Insurance Company of 
Virginia; William BroSmith, vice-presi- 
dent of the Travelers; John A. Hartigan, 
superintendent of agents for the Equit- 
able of New York; George E,. Mengold, 
associate general solicitor of the Pru- 
dential; Charles F. Williams, vice-presi- 
dent of the Western & Southern; W. S. 
Ayres, counsel for the Bankers Life of 
Des Moines; F. J. McGraw, assistant sec- 
retary of the same company; James F. 
Ramey, secretary-treasurer of the Fidel- 
ity Life & Accident of Louisville; C. W. 
Brandon, president of the Columbus Mu- 
tual; L. K. Cleaveland, president of the 
North American Life; L. D. Cavanaugh, 
vice-president of the Federal Life; Lee 
J. Dougherty, general manager Guaranty 
Life of Davenport; O. J. Lacy, vice- 
president, Minnesota Mutual; F. F. Mc- 
Ginnis, president, Agficultural Life; 
Samuel Milligan, assistant actuary, Met- 
ropolitan Life. 





Minnesota Agency’s Outing 
The Minnesota agency of the Central 
Life of Iowa held its 13th annual meet- 
ing and outing at the Green Lake Coun- 
try Club at Spicer, Minn., Friday and 
Saturday of last week. 


HAVE STRONG LINE-UP 
CONVENTION PROGRAM IS OUT 


Columbus Mutual Life’s Plan for 
Agency Meeting in Chicago Sept. 
3-4 Announced 


The Columbus Mutual Life of Ohio 
is arranging a great agency convention 
to be held in Chicago the two days 
preceding the annual convention of the 
National Association of Life Under- 
writers, so that those who wish to re- 
main in Chicago for the big national 
convention may do so. A strong pro- 
gram of speakers and a most enjoyable 
program of entertainment has _ been 
drawn up for the two day session on 
Sept. 3-4. For entertainment a _ stag 
has been planned for the first evening 
for the men, the women to be given a 
theater party. The afternoon of the 
first day the ladies will be given an 
automobile ride over Chicago’s great 
park and boulevard system. 

Strong Banquet Program 


The big agency banquet will be held 
on Tuesday evening, with an array of 
prominent life underwriters and insur- 
}ance men as speakers in addition to the 
berte men, 





At the banquet the spice will be fur- 
|nished by Darby A. Day, general agent 
| for the Mutual Life, Chicago: George 
| A. Boissard, president, National Guar- 
|}dian Life; C. M. Cartwright, editor, 
| THE NATIONAL UNDERWRITER: W. W. 
| Mack, editor, Weekly Underwriter: Chas. 
Dobbs, editor, The Insurance Field, and 
| others. The detailed program is as fol- 
lows: 
Monday—September 3 


Morning Session 
Address of Welcome, Edwin E. Besser, 
Jr., Chicago, president of the convention. 
“Pep Talk by a Pep Artist,” Mr. Fogel- 
man. 
Address, Hugh O'Neill. 
Afternoon Session 
Ivan T. Quick, presiding 
“The Finances of the Columbus Mu- 
tual,” S, A. Hopkins, treasurer. 
“A Review of Agents’ Papers,” D. E. 
Ball, secretary. 
“Five Points on the Convention,” C. W. 
Brandon, president. 


Tuesday—September 4 


Morning Session 
J. W. Harrison, presiding 
“Our Policy Forms and Dividends 
Schedule,” Carl Mitcheltree, actuary. 
“The Agent as Viewed from the Legal 
Department,” Lewis Stout, counsel. 
Address, W. B. Burruss, general agent, 
Provident Mutual Life, Kansas City. 
Love Feast, conducted by C. W. Bran- 
don. 
Afternoon Session 
Elmer E. Rullman, presiding 
Address, Abner Thorp, Jr., Diamond 


Life Bulletin Service. 

“Selling Perfected Endowment Poli- 
cies,” L. B. Cole, Grizzard System of 
Chicago. 


“Perfected Endowment Policies—Com- 
parison and Sales Talk,” A. N. Carsten- 
sen, secretary, Craftsmen’s National 
Service Agency. 

Open Meeting, questions and answers 
on the perfected endowment. 





Penn Mutual’s New Booklet 


The Penn Mutual Life has just issued 
an interesting booklet, “A Money-mak- 
ing, Money-saving Opportunity for Men 
of Means,” written by Stewart Ander- 
son, head of its field service bureau, in 
line with the company’s policy of mod- 
ernizing all its literature. The fore- 
word says: “This is a plan for doing, 
at one and the same time, three things 
which every man of means would se- 
riously consider doing if he knew that 
they could be done and were being 
done.” They are: (1) Reduce inherit- 
ance taxes materially; (2) diminish in- 
come taxes materially, and (3) imme- 
diately increase the estate. Figures are 
given to show how life insurance does 
these things. 








FISHBACK URGES THE 
HIGHER TYPE OF AGENT 


President Insurance Commission- 
ers’ Convention Says Qualified 
Salesmen Are Needed 


WANTS THE BEST SERVICE 


Declares That the Public Is Entitled to 


Intelligent Advice When Pro- 
tection Is Purchased 


MINNEAPOLIS, MINN., Aug. 21.— 
H. O. Fishback, insurance commissioner 
of Washington state, is president of the 
National Convention of Insurance Com- 





missioners which is holding its annua 
here. Mr. Fishback in 
opening address referred to the man) 
political 
This brought about th 
retirement Platt Whitman Wis 
consin, the president of the organiza 
tion, and Mr. Fishback, the vice-presi- 


| convention his 


|}changes in personnel due to 


contingencies. 


of of 








|}dent, was chosen in his stead. 
Agency Qualifications 


| Mr. Fishback in his comment said that 
jhe noticed that “agency qualifications 
was not made a subject this year. H 
|declared that there is no one thing that 
|will be of greater assistance to a de 
|partment in successfully functioning its 
affairs than a close and confidential re- 
lationship with the licensed agents. Hi 


that we are their friends and want to 
correct the evils which are continually 
springing up and that it is our desir 
to give each agent as well as the sev 
eral underwriters associations all possi 
ble assistance in solving their difficulties 
along legitimate lines, we have gone far 
toward solving our own troubles. 
Success Depends on Service 


“The agent is the direct representa- 
tive of a company. His success as an 
agent depends largely on the servic 
which he can render the assureds. Th 
average citizen knows little about i- 
surance and must to a great degre 
depend upon the advice of the agen! 
as to how his insurance should be wrtt- 
ten and in case of fire insurance, what 


oo 


said, “‘When we can convince the agents § 





changes can be made in the physica: 

condition of the property to be insured 

in order to lessen the fire hazard ane 

get the best possible rate. In the cas 

of life insurance, the agent should be§ 
able to advise as to the best kind 0! 

policy to suit the needs of each appli- 

cant. The life policy which is just what 

one man needs, does not meet the needs 

of hundreds of others. 


Agent Should Be Honest 


“The agent should first of all > 
man whose honesty and integrity is ¢- 
yond question. He should be a mano 
at least ordinary intelligence and § 
gentleman in every respect. He shoul 
possess unquestioned moral characte! 
With an agent of this character, W 
can be assured that he will be a la¥ 
abiding citizen himself and will assis 
his insurance department by reporting 
infractions of the law. Without = 
assistance, the department is left large 
in ignorance and cannot bring to Justic 
the willful lawbreaker and place ™ 
insurance business generally on the 
high plane on which it should rest. The 
good conscientious agent is the Joy © 
a commissioner’s life, but a crooked 4% 
dishonest agent is truly the bane ® 
his life.” 

Adjustment of Losses 

Commissioner Fishback referred ih 
the adjustment of fire, automobile, oy 
and accident losses. He said that he “ 
lieved the companies, as a rule, desite 


e a 
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make what they consider fair settle- 
ments. But, he says, there are many so- 
called independent adjusters who are 
not fair and have no desire to be fair. 
Another question in connection with 
adjustments, he asked, is “shall the local 
agent be permitted to adjust losses for 
the companies for which he is licensed?” 
Mr. Fishback is opposed to this prac- 
tice. He says that in many cases the 
local agent uses this privilege for the 
purpose of advertising his agency by 
making unfair adjustments in favor of 
the policyholder and without proper re- 
gard for the interest of his companies. 
He asked the question: To what extent 
shall adjusting be under the control of 
the various state insurance departments? 


He did not express an opinion on the | 


question. 


Companies Should Be Protected 


He said that laws guaranteed insur- | 


ance companies certain rights and pro- 
tection. It is just as much the duty 
of the commissioners, he contended, to 


see that their companies are protected | 


in these rights as it is to see that they 


obey the laws of the state and respect | 


the rights of policyholders. He said 
that the commissioners should realize 


that they have a duty to see that un- | 


fair and unjust legislation shall not be 


enacted which will interfere with the | 


proper functioning of the companies just 
the same as to encourage the enact- 
ment of legislation which will protect 
the rights of the people. 

Should Have Proper Agents 


He believes that if the companies will 
appoint as their representatives men 
whose honesty and integrity are above 
question, who are always ready to meet 
the supervising officials and calmly and 
frankly discuss matters affecting the in- 


terests both of the public and the cor- | 


porations, much legislation can be 
avoided that is hostile and both public 


and the insurance business will be| 


greatly benefited thereby. 


He said, “Let us avoid legislation | 


when it is possible to do so and yet, 


in no way, compromise the interest of | 


the public. It is hoped that conferences 
held between committees of this asso- 
ciation and committees of the varied in- 


surance interests will go far toward | 
solving some of the differences or mis- | 


understandings which may now exist 
between the public and the insurance 


companies.” 


REPORT ON NORTH AMERICAN 





Chicago Company Is Given a Clean Bill 
of Health by the Illinois and 
Ohio Departments 





The Illinois and Ohio departments 
have made a report on the North Amer- 
ican Life of Chicago as of Dec. 31 last. 
Its new premiums last year were $400,- 
“63 and renewals $1,422,334, total in- 
come, $2,253,655, paid policyholders 
$317,994; total disbursements, $1,422,361; 
assets, $7,634,843; capital, $700,000;sur- 
plus, $318,396; new business last year, 
$11,015,616; revived, $1,816,018; termina- 
tions $11,816,960; insurance in force, 
561,181,941. The company has $5,151,047 
Of its assets in farm mortgages. The re- 
port says that its claims were paid 
promptly and in accordance with the 
terms of the policy. The mortality was 
101.07 percent in 1918 (influenza year); 
55.62 in 1919; 53.43 in 1920; 45.15 in 
1921, and 48.17 in 1922. The report says 
the officers are thoroughly experienced 
and competent insurance men. Divi- 
dends to stockholders are 22 percent. 
The report says the agency contracts 
are very reasonable. 





Starts New Mississippi Suit 


Litigation against the New York Life 
has been filed at Jackson, Miss., by 
State Revenue Agent Stokes V. Robert- 
son. The revenue agent is seeking to 
collect approximately $17,000 in back 
taxes alleged to be due. No action has 
been taken on the case yet, and will not 
be until court is convened next month. 
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This is one of a series of messages appearing each week. 
Watch for the one to appear next week. 


















A Cordial 
Invitation 
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Our national headquarters in the IIli- 
nois Merchants Bank Building are open 
to visitors attending the National Con- 
vention of Life Underwriters and their 
friends. Every courtesy we can extend 
is open to all. A private office and stenog- 
rapher service will be at the disposal of 
visitors. 
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Ask for a free copy of Radio Address 
on “Life Insurance,” by James A. Griz- 
zard. 
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Pronounced Griz~-ard’ 


SYSTEM 


GRIZZARD SYSTEM OF GRIZZARD SYSTEM OF 
CHICAGO, Incorporated OHIO, Incorporated 


Illinois Merchants Bank Bldg., Chicago 308 Euclid Ave., CLEVELAND 
GRIZZARD SYSTEM OF 16 E. Broad St., COLUMBUS 
MICHIGAN, Incorporated Metropolitan Bldg., AKRON 
Ist Natl. Bank Bldg., Detroit Daily News Bldg., CANTON 


GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 


CHICAGO 
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H. A. HOPF AND COMPANY 


MANAGEMENT ENGINEERS 
Specializing in Advisory Work for Insurance Companies 


Organization Equipment Standardization 
Methods Personnel Modern Office Planning 


Main Office: 40 Rector St., New York Western Office: 327 S. LaSalle St., Chicage 



































INDIANA OHIC ILLINOIS IOWA MICHIGAN 


“LA FAYETTE LIFE 


LA FAYETTE, INDIANA 


MUTUAL LEGAL RESERVE 


AGENCY CONTRACTS CONTAIN BENEFICIARY PROVISIONS 
KANSAS KENTUCKY MISSOURI NEBRASKA 
























































OPENINGS 


CLEVELAND 
CINCINNATI 
GRAND RAPIDS 
SEATTLE, WASH. 


28% Increase 


The first seven months of 1923 pro- 


Sean duced 128% as much business as the 
IND. first seven months of 1922 for the Min- 
TOPEKA nesota Mutual. There’s a reason. 
= 


FORT WAYNE On Agency matters address: 


ROANOKE O. J. LACY, 2d Vice-President, in charge of Agencies 
CHATTANOOGA 
PADUCAH . . 
SAULT SAINTE The Minnesota Mutual Life 
MARIE 
oui Insurance Company 
BOISE Commerce Bldg. St. Paul 


LEXINGTON, KY 















































NATIONAL | 


LIFE AND | 
\ ACCIDENT 
\ INSURANCE 


SHIELD POLICIES 


WS Ordinary Life Insurance 
Industrial Life Insurance 
Health § Accident Insurance 


MORE THAN $30,000,000.00 


Paid in Claims during the last 20 Years 


C.A. CRAIG, Presipent W.S. BEARDEN, Secr-Treas. 


THE NATIONAL LIFE & ACCIDENT INSURANCE GY 


HOME OFFICE: NATIONAL BUILDING 
NASHVILLE — TENNESSEE 
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“NOT TAKEN”’ POLICIES 
CONSTITUTE BIG WASTE 


Together With Credit Expenses 
Prove Costly for Life 


Companies 
URGES PRACTICE CEASE 
Commissioner Kendrick of Iowa in 


Minneapolis Address Tells of 
Evils of System 


MINNEAPOLIS, MINN., Aug. 22.— 
“Tusurance Waste by Giving Credit and 
by Return of Policies Cancelled Not 
Wanted” was the subject of an address 
by Commissioner W. R. C. Kendrick of 
the Iowa insurance department before 
the annual meeting of the National Con- 
vention of Insurance Commissioners 
here today. Mr. Kendrick outlined the 
great waste to company and agent 
through this practice and suggested that 
the business be brought more closely to 
an actual cash business. He said, in 
part: 

Now on Cash Basis 
“In compliance with the convention 
blank life companies are required to re- 
port all business upon the paid-for basis, 
and therefore, life companies are pre- 
sumed to transact business upon a cash 


basis. In fact, company officials assure 
us that they extend no credit, and, 
therefore, no waste occurs in the life 


insurance business from that source, but 
I am not fully convinced of the accu- 
racy of that statement. I do believe, 
however, 
nearly upon a cash basis than either fire 
or casualty companies, and the waste 
resulting from the extension of credit is 
much less in the one than in the other. 

“Life insurance is sold, not bought, 
and that fact necessitates the building 
up of efficient agency organizations. It 
is through these organizations that the 
company’s wares are dispensed. The 
general practice of the larger companies 
is to charge the premium to the general 
agent and allow him sixty days in which 
to remit the net. 


Practice Not Uniform 


“However, the practice is not uniform 
in all companies. In one of the larger 
companies credit is extended to the 
agency manager to the extent that an- 
nual notes are carried for a period of 
not to exceed six months, semi-annual 
notes not to exceed four months, and 
quarterly notes not to exceed two 
months, and when such notes are not 
paid on time the nets are charged to 
the agents. In this instance the entire 
renewal and first year commissions are 
pledged to secure the debt. In one of 
the large eastern companies one month’s 
grace is allowed the agents for the pay- 
ment of premiums. In all companies, 
the agent is charged with the premiums, 
and he must look to the policyholder 
for payment. 

“Undoubtedly, this practice has 
proved beneficial to the company, the 
agent and the policyholder. In the rural 
communities throughout the United 
States, it is customary to take a note in 
part or full settlement of the first year’s 
premium. In such cases the agent has 
the alternative of refusing to take the 
application or accepting the note settle- 
ment. This is especially true in such 
territories as Texas, where the definite 
habit has been established of making 
all settlements in the fall when the crops 
are marketed. If the company were to 
require cash in every case, the volume 
of business written would be tremen- 
dously smaller than it is at present, and 
in many instances the individual would 
be deprived of protection, the agent his 
commission, and the company the busi- 
ness. 


that life companies are more: 








“Most company officials assume the 
position that the taking of bona-fide 
commercial notes in lieu of cash pre- 
miums is fully justified by the increase 
in volume of business written, and I be- 
lieve they are correct to a certain extent. 
Such officials further assert that the 
companies lose nothing by extending 
credit to their agents or by charging 
the agent with the premium. While the 
waste incident to such extension of 
credit is less noticeable with life compa- 
nies, and while such practice has been 
to a large extent advantageous and 
profitable to both agent and company, 
yet, it is a fact, as disclosed by the an- 
nual statements filed in the respective 
state insurance departments, that, in the 
aggregate, an enormous financial loss is 
sustained. 


“Not Taken” Policies Costly 


‘As affecting life insurance let us con- 
sider the various phases of ‘not taken’ 
policies. A considerable number of ‘not 
taken’ policies occur when agents re- 
quest additional policies upon one ap- 
plication in the hope of placing a larger 
amount than the original application 
calls for. While appreciable loss follows 
the return of policies issued under such 
conditions, yet I am of the opinion that 
the benefit resulting to both the agent 
and the company greatly outweighs the 
waste incurred. The experience oi one 
of the large life companies in this re- 
spect shows that in the month of March, 


1923, over 30,000 policies aggregating 
$71,000,000 were issued. Of this amount 
approximately $1,000,000 were issued. 


Ot this amount approximately $1,000,- 
000 were for extra policies, one-half of 
which was placed. On these extra poli- 
cies there was no additional medical ex- 
amination, and the only actual expense 
was the small amount of clerical help 
incident to the issuance of the second 
policy and the cancellation of the 50 
percent thereof returned. 


Many Reasons Given 


“Another source of ‘not wanted’ poli- 
cies is where an agent calls upon a 
prospect and after spending several 
hours finally gets the prospect to the 
point where he is willing to sign an ap- 
plication and be examined, but refuses 
to settle for the policy until he has seen 
it. The agent then sends in the applica- 
tion and a policy is issued. This is 
known as C. O. D. policies. While a 
waste also occurs from a return of this 
class of policies, yet I am not fully con- 
vinced that this practice should be too 
severely criticised. 

‘Another phase of ‘not wanted’ poli- 
cies is when a policy has been applied 
for and a note given by the applicant to 
the agent for the first premium. The 
policy is issued and later on the same 
is returned because the insured _ has 
changed his mind or refuses to pay the 
note. In such instances the company 
agrees to a cancellation of the policy 
upon a proper release by the insured 
and beneficiary and payment to the 
company of the short term rate to cover 
the risk and the cost of the medical ex- 
amination. 

“There are other phases of ‘not taken’ 
policies, but the foregoing illustrations 
are probably the most common. Now, 
as to the number of policies returned as 
‘not taken’ a fair average is 9 percent 
of the total number of policies issued. 


Waste Is Extensive 


“While considerable benefit accrues t 
both the agent and the company from 
the practice of issuing additional poli- 
cies, yet from such cancelled insurance 
there is a waste, which might be classi- 
fied as follows: 

“1. Mortality cost to the company 
while the policy is outstanding. 

“2. The cost of the medical 
spection fees. 

“3. The cost to the company through 
the time of its officers and employes 
passing upon such risks, issuing the "0 
icy, preparing all the records and thea 
cancelling the policy and clearing the 
records. 

“4. The loss of time and energy of the 
agent. 

“5 The demoralizing effect on the 

(CONTINUED ON NEXT PAGE) 
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MEMBERSHIP DRIVE ON 


NAMES DISTRICT CHAIRMEN 





Illinois Insurance Federation Has Ap- 
pointed Leaders For Each Legisla- 
tive District in State 





President Joseph E. Callender and the 
officers of the Insurance Federation of 
Illinois are concentrating their energies 
upon the state-wide “membership drive” 
now in progress in all branches of in- 
surance. In pursuance of this program 
President Callender has announced a 
list of chairmen, selected to represent 
each of the 51 legislative districts of 
the state. The appointments have been 
made tentatively and will be confirmed 
upon acceptance by the _ respective 
chairmen, The list of district chair- 
men outside Chicago is as follows: 

Charles W. Olson, Evanston; P. B. 
Welch, Winnetka; Mark I. Hall, Belvi- 
dere; Charles N. Gorham, Rockford; 
J. C. Peasley, Freeport: J. B. Comer, 
Aurora; C. J. LeMessurier, Pontiac; 
Walter E. Conway, Peoria; C. L. Tracy, 
Kankakee; Harry E. Espenscheid, Dan- 
ville; George D. Webb, Oak Park: Dan 
G. Swannell, Champaign: Wm. E. Hod- 
nett, Lincoln; Frank I. Mitchell, Havana; 
B. F. McLean, Macomb; Jean A. Pope, 
East Moline: John G. Wetzel, Sterling; 
George A. Binkert, Quincy; George D. 
Palmer, Galva; John W. Rea, Litchfield; 
W. Irvin Harris, Ottawa; John W. Taylor, 
Taylorville; J. Raymond Lennon, Joliet; 
Guy C,. Livesay, Centralia; Clifford B. 
McGrew, Galesburg; Charles I. Ritter, 
Murphysboro; Alvin S. Keys, Springfield; 
Earl B. Hinman, Mt. Vernon; J. A. Giber- 
son, Alton; L. C. McAllister, Carmi; N. C. 
McLean, East St. Louis; Leo J. Kleb, 
Cairo; J. Ballard Flanagan, Metropolis. 


North American Convention 

The North American Life of Chicago 
$100,000 Club and $200,000 Club mem- 
bers returned from their eastern trip 
last week. The business sessions were 
held at Ocean View, Va. From the 
home office went President J. H. Mc- 
Namara, Vice-President E. S. Ashbrook, 
Secretary W. P. Kent, Medical Director 
Charles B. Irwin, Attorney Thomas E. 
Rooney and Agency Superintendent 
Paul McNamara. Next year’s meeting 
will be at Estes Park, Colo. The com- 
pany has offered an extension of this 
trip to Yellowstone Park, provided an 
agent writes $300,000. 


“NOT TAKEN” POLICIES 
CONSTITUTE BIG WASTE 


(CONT'D FROM PRECEDING PAGE) 
agent by having to retrench and take 
back his goods. 





Should Stop This Loss 


“As affecting life insurance, various 
remedies might be suggested. The busi- 
ness might be placed upon a cash basis 
im actual practice as well as in theory. 
One of the large companies has adopted 
this policy, and its records reveal the 
fact that not a single dollar has been 
charged off in over 20 years On account 
of losses through the default of agents. 
Another remedy which suggests itself 
1s to draw the agents’ contracts so as 
to make the agent absolutely respon- 
sible for his nets on all first year busi- 
ness, and then decline to cancel any 
policy. This would be a rather rigid 
Practice, and I doubt the wisdom of its 
universal adoption, although I am _ in- 
sormed that a few American companies 
follow it successfully. Many additional 
remedies might be advanced, but it is 
My opinion that the only practical rem- 
edy lies in education, agency control 
and the erercise of sound business judg- 
te If the fact can be sufficiently im- 
preseed upon the general public, the 
ne oo the administrative officers 

' is a distinctly economic thing to 
deal in cash with the signing of the 
application, the problem of waste by the 
€xtension of credit and the return of 


Policies not want ri , 
solved.” ed will be largely 














How About the “Nixies?” 


A “Nixie” is a letter which the mail man 1s 
unable to deliver.. If the person to whom the 
letter is addressed is unknown or removed the 


: bP] 


letter comes back to the post office as a “ Nixie. 


Many carefully written letters, subjects of 
much time and effort, end in the “Nixie” box. 


A “Nixie” for the life insurance agent is an 
application upon which he may have expended 
much effort but which is rejected by his company. 


Such “ Nixies” offer little grief for agents of 
The Lincoln National Life Insurance Company 
because policies are issued on practically all 
applications sent in and the policies are back in 
the hands of the agents ready for delivery in 
record breaking time. 


You end your “Nixie” problems when you 
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The 


Lincoln National Life 
Insurance Company 


**Its Name Indicates Its Character’’ 
Lincoln Life Building Fort Wayne, Ind. 
Now More Than $270,000,000 In Force 
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Southland Life 


Insurance Co. 


HARRY L. SEAY, President 
Insurance In Force 
$70,000,000 
Admitted Assets 


$7,500,000 


The latest in approved policy forms. 


Disability Annuity Benefits with first payment 
IMMEDIATE. 


Waiver of Premiums without extra charge. 
Double Accidental Death Benefits. 


Sub-standard risks are handled as expeditiously 
as those on standard lives thus insuring to the agent 
a maximum of service. 





Advantageous agency contracts open to men of 
ability and integrity. Previous insurance experi- 
ence not essential. 


CLARENCE E. LINZ 


Vice-President and Treasurer in Charge of Agents 


PHILIP N. THEVENET PAUL V. MONTGOMERY 
Vice-President and Secretary Vice-President and Actuary 


DALLAS, TEXAS 

















The Great-West Life 


ASSURANCE COMPANY 
WINNIPEG, CANADA 


operating in Michigan, Minnesota, North Dakota and 
Illinois, 


seeks representation wherever there 
is new business to be secured, of the 
same high standard which has char- 
acterized its thirty-one years of 
cumulative success. 

In an atmosphere of big develop- 
ments 


THIS COMPANY 


is recognized as the most prosperous 
of many striking examples of great 
achievement. 

Favorable rates, unequalled profits to 
policyholders and thoroughly modern 
policy provisions tell the story of its 
remarkable expansion and offer in- 
ducements to agents that are unsur- 
passed. 


T. MILTON TAYLOR, Manager for Illinois 


715 Marquette Building, 140 South Dearborn Street 
CHICAGO 























RECORD AT ST. LOUIS 


MISSOURI STATE BIG AGENCY 





Manager Edmund Burke Has Advanced 
It From $6,000,000 to $20,000,000 
in Three Years 





ST. LOUIS, MO., Aug. 21.—Among 
the candidates for big-writing honors a 
new contender has recently appeared— 
the St. Louis branch of the Missouri 
State Life, which in three years has ad- 
vanced from a $6,000,000 to a $20,000,000 
production, This organization is unique 
among agencies producing a heavy vol- 
ume of business, since most of them op- 
erate in large territories; bi: the St. 
Louis branch of the Missouri state Life 
covers only the St. Louis ind strial dis- 
trict, which includes only 3t. Louis 
county, Mo., and St. Clair c unty, Il. 
This branch is by far the largest agency 
in St. Louis of any company. 

For the first six months of this year 
the 150 men working in the agency with 
Manager Edmund Burke paid for better 
than $10,000,000 of life insm ance, and 
the agency expects to finish the year 
with new paid for business of $20,000,000 
This does not include more than $10,- 
000,000 in group insurance, nor a large 
volume of accident and health business. 


Has Star Producers 


Among the big producers of this 
agency is Robert C. Newman, who 
writes more business than any life insur- 
ance man in St. Louis. He is the Mis- 
souri State Life’s biggest producer, and, 
it is predicted, will soon challenge the 
leaders of the country for first place. 
Mr. Newman has paid for about $1,500,- 
000 of business already this year and his 
production for 1923 promises to exceed 
$3,000,000. This agency qualified 19 men 
for the Quarter Million Dollar Club of 
the Missouri State Life this year, and 21 
men for the company’s $100,000 Club. 

Mr. Burke was a clerk in the home of- 
fice of the Missouri State Life when he 
took over the management of the agency 
three years ago. He disclaims any par- 
ticular credit for the remarkable job of 
building the agency from a $6,000,000 to 
a $20,000,000 organization in this short 
time. 

Followed Company's Program 


“This agency has simply been carried 
along by the development program of 
the company,” he said. “When I en- 
tered the St. Louis branch the company 
Was just organizing its branch office sys- 
tem, and embarking on its intensive 
drive for business. It was also just 
instituting its accident department and 
its group department and entering the 
field of sub-standard business. 

“Our agency being in the home office, 
we have had right along the benefit of 
close association with the company offi- 
cers, and under their guidance have at- 
tempted to buiid up a branch in con- 
formity with their ideas of branch 
office management. In other words, the 
effectiveness of the company’s develop- 
ment program has been demonstrated in 
the St. Louis branch. The company has 
provided its agents with superior serv- 
ice in the shape of new lines, advertis- 
ing helps and other assistance, which has 
enabled the representatives to capitalize 
fully on their efiorts. 

“Personally, I have preached the com- 
pany program early and late to the men 
in our agency and attempted to cooper- 
ate with them in every way in carrying 
it out. As a result, our writers have 
mére than doubled their production in 
the last three years.” 


Mutual Life’s Agents Meet 


The annual meeting of the $250,000 
Field Club of the Mutual Life of New 
York was held last week at Montreal, 
with Vice-President Dexter present 
from the home office. There were 250 
agents in attendance at the convention, 
25 going from the Chicago office alone. 





MET AT HOME OFFICE 
CONVENTION OF CONTINENTAL 


St. Louis Company Holds Annual Meet- 
ing of Agency Force This Week, 
With Good Program 


ST. LOUIS, MO., Aug. 22.—The 
annual convention of the agents of the 
Continental Life of St. Louis was held 
here this week. 

The gathering was opened Tuesday 
morning with an address of welcome by 
President E. P. Melson, who reviewed 
briefly the accomplishments of the com- 
pany for the past year. This was fol- 
lowed by the organization of the agents 
club. The morning session closed with 
an address by Jay Allen Fiske of the 
Aetna Life. At the afternoon session 
the feature was a question box con- 
ducted by Dr. Dudley, followed by ten- 
minute talks by club members. A boat 
excursion was the entertainment fea- 
ture of the first day. 

At the opening of the second day's 
session President Melson outlined the 
outlook for 1923-24, detailing the plans 
for expansion prepared by the company 
officials. 


His talk was followed by one 
on “Selection of Business from Moral 
and Financial Standpoints and Policy 


Forms” by Vice-President P. M. Harper. 
Vice-President C. D. Bolin also spoke 
on “Writing Big Business.” 

The morning session closed with a 
continuation of the ten minute talks by 


club members. At noon luncheon was 
served at the Missouri Athletic Club, 
while in the afternoon the agents at- 


tended the baseball game. In the eve- 
ning the annual banquet of the club 
Was given. 


Honor Standard Life Leaders 


The Standard Life of St. Louis has 
awarded silver loving cups to the ag 
producing the largest volume of naid for 
business during June. The best recor 
was made by L. L. Turley of Missouri, 
with $99,000 of issued and paid for busi 
ness. Glenn H. Myers, who was ¢ 
ited with hz ving written a larger volt 
of business in June than Turley, unfor- 
tunately failed to deliver a porti 
his business and did not land one o 
cups. The cup for the second largest 
volume of paid-for went to Hs B. Es- 











dohr of lowa with $58.000. The third 
cun went to Albert Laib of Chicag 

with $54,500. The fourth cup went to 
the avent turning in the larest nun 
ber of applications during the month, 
Mr. Turley winning with 53 applications 


out Esdohr bv two rhe 
awarded to the salesman rep- 
resenting a group who had never writ- 
ten to exceed $100,000 in any month 
went to Albert Morris of Indiana, whose 
production was $17,500. 


He nosed 
fifth cup, 


G. C. McKelvey of Chicago was th 
leader for July, closely pressed by Mr. 
Turley, who led on issued business. 


Kansas-Nebraska Directory 


The sixth edition of the Under vriters 
Hand Book of Kansas-Nebra has 
come from the press of THE Nat JONAL 
UNDERWRITER. These two states are !m- 
portant from an insurance standpoint. 


They have grown remarkably in recent 
years. The insurance director e 
all the statistical information regar 
these states insurance wise that vil t be 
of interest to insurance men. It giv 





“ a the 
complete company directory and then 
a local directory of each city and tow? 
in the state. One of the valuable '@ 


tures of the book is the classified ¢* 
perience of the fire companies show!ng 
the different lines that they write. At™ 
other feature is a digest of insuranc 
laws of both states made by G. * 
Deitch, compiler of the “Tnsurance 
Digest.” This is a valuable reference 
book for anyone interested in insurance 
in these two states. 
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Strickland Gillilan 
Writes About Policy 
Taken by A. C. Fuller 


TRICKLAND GILLILAN, the hu- 

morous and feature writer, has con- 
tributed to the John Hancock Mutual 
Life “Signature” some observations on 
the insurance taken out by Alfred C. 
Fuller of brush manufacturing fame. 
Here is what Mr. Gillilan says: 

Do any of you insurance birds ever 
present your wares as one of the prime 
necessities of life? Probably you do. 
Never having toted a rate book I’m ig- 
norant of a lot of technicalities. 


But the other day I ran across a big,, 


sincere, successful business man who 
confessed life insurance had done for 
him something that could not possibly 
have been done in any other way. 

*x* * * 

Anybody who knows anything about 
brushes knows about the Fuller brushes. 
Alfred C. Fuller is the brush-makingest 
man there is anywhere. He began mak- 
ing them by hand and peddling them 
from door to door a good many years 
ago. Then he went into it more elab- 
orately, because his brushes were good 
and people liked them. A little over fif- 
teen years ago he started at it in dead 
earnest. 

3 

Then he did national advertising, and 
you know the rest. In fifteen years he 
has developed a shoe-string into a $15,- 
000,000-annually business. If that isn’t 
going some, excuse me for living. Well, 
the other night I sat beside him at din- 
ner, and we were talking about life 
insurance. Finding I was a bug, he said: 

’ & « 

“I'm glad you mentioned life insur- 
ance. I have been giving it a lot of 
attention lately. In fact, it came to my 
rescue in a dilemma I couldn’t have got 
out of any other way. I own a controll- 
ing stock in my business. . . I got to 
thinking what would happen if I were 
taken away and that control had to be 
manipulated. I knew extra capital would 
have to come from somewhere to tide 
over during the readjustment period. 

i 

“There was no way to secure that 
extra capital except ‘by business insur- 
ance. So I took out $300,000 additional 

-making $500,000 in all—business in- 
surance. In case I should pass on, half 
a million of ready cash will be thrown 
into the business to tide it over during 
read'ustment of interests.” 

And,” said he, looking at me with 
direct sincerity, “there was no other way 
it could have been done.” : 

ie ae 

_There was a convincing, clinching 
hnality to it! 

Mr. Fuller, it appears, carries now, 
‘luding business insurance, $750,000 in 
ncies, and he will shortly increase it 

) an even million. 

He is a very shrewd and clear-si *hted 
man, and that is his opinion of fife in 
surance. Even Roger Babson couldn't 
have helned him out of the dilemma he 
was in. No amount of soothing statistics 
could cloud his mind to the fact that 
the brush business would some day have 
© be carried during a readjustment 
Period, and that business insurance 

on his personal life tenure was 
the only Way. 


aser 


Big Business Policy 


' L . G. Cravens, president of the Power 
‘ruck & Tractor Company of St. Louis. 
announced last week that he had made 
arrangements to insure his life for $250,- 
00 to protect the stockholders in the 
event of his death. 

. Mr. Cravens said the policy would be 
'ssued jointly by the International Life 
and the Missouri State Life, and that 
owed an additional policy protecting in- 
ir stockholders would be taken 
ree L. Babler, vice-president of the 
‘nternational Life, and W. L. Randall, 
saatant to the vice-president of the 
Missouri State Life, said they had heard 
nothing of the proposed deal. 
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Your Chance for big Production 


Your ability to build up a large premium income is dependent 
upon your desire to work conscientiously at your task. You 
can ill aficrd to waste time or to be only partly equipped. In 
order to function at maximum efficiency you must be equipped 
with the proper working tools. 

The Peoples Life wants agents. But it wants men who are 
willing to work conscientiously at their task. To this type of 
men we offer as complete a set of working tools as can be pro- 
cured. The Peoples Life is a dependable institution. Equipped 
with the Peoples Life contracts and with a sincere desire to 


succeed, your chance for big production is materially enhanced. 


PEOPLES LIFE 
INSURANCE COMPANY 


Frankfort, Indiana 
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Influence of the Solicitor 


Tue NaTionAL UNDERWRITER has been 
publishing some facts regarding notable 
figures who will be prominent in the 
forthcoming annual convention of the 
NATIONAL ASSOCIATION OF LiFe UNDER- 
WRITERS in Chicago. One feature is nota- 
ble to those who have been studying 
these sketches. That is, the number of 
men conspicuous in the 
who were drawn into it by the persua- 
sive and convincing canvass of some 
life agent. They were in other lines of 
endeavor but were solicited for life in- 
surance by agents who had a vision and 
who were able to portray the usefulness 
and protective qualities of life insurance 


now business 


so vividly that the prospect was not only 
sold as to life insurance protection itself 
but as to the possibility of life insur- 
ance agency work as a business. 

Agents probably do not appreciate the 
seriousness of their calling as much as 
they should. They do not realize the 
fact that in soliciting life insurance they 
are not only selling policies but are im- 
pressing their prospects with the busi- 
ness itself. Some of these prominent 
men who will figure in the Chicago con- 
vention have confessed very generously 
their obligation to the agent led 
them in to the life insurance field by the 
power of his salesmanship. 


who 


Persistent and Systematic Work 


A LIFE insurance official said the other 
day that if an agent would simply make 
calls, going from office to office and ask 
“Do you want any life in- 
surance,” would make a com- 
fortable living. In other words, mere 
persistence and industry would get him 
applicants. 

We shun the old question, “Do you 
want any life ” because it is 
an illogical approach. In order to sell 
life insurance successfully, agents need 
to present their proposition in an en- 
tirely different way. When one is asked 
if he life insurance he quite 
sure to answer that he does not. How- 
ever, out of a large number being asked 
that question there will be some affirm- 
ative replies. The official mentioned be- 
lieves in the intelligent of shoe 
leather in soliciting life insurance. If it 


the question, 
he 


very 


insurance? 


is 


needs 


use 


is possible to sell a goodly amount of 
insurance by an approach of this char- 
acter on a cold canvass, what would be 
the result if the same industry and per- 
sistence were used on a more logical 
approach? 

The Mutua Lire of New York re- 
fers to. experience of a country agent 
who tried himself out on the rural com- 
He used this query as he ap- 
proached farmers: “Can I sell you some 
life insurance today?” He put this ques- 
tion to 300 farmers in one week, and 
secured applications from 11. The law 
of average worked successfully. If this 
man had used an individual approach 
instead of a general one, if he had pre- 
sented his subject in a way that would 
not have immediately brought forth a 
negative reply, his success undoubtedly 
would have been far greater. 


munities. 


Keep a Policy in a Safe Place 


One of the life companies in a 1ecent 
agency bulletin calls attention the 
service that one can render at the time 
a policy is delivered. It referred to the 
good advice that the policy be kept in 
a safe place. 

This counsel has a telling psychologi- 
cal effect. In the first place it empha- 
sizes the value of the insurance policy. 
The very fact that an agent is suggest- 
ing that the policy be placed in a secure 
place brings its value home to the as- 
sured. 

There is another point in the sugges- 


4 


to 


tion. Many people are careless about 
where they keep their policies. They 
may be put in pigeon holes or drawers 
in a desk. They may be kept elsewhere. 
Frequently there are cases after death 
where it has been difficult to locate poli- 
cies. The policyholder was the only one 
who knew where they were. It is good 
advice to tell a man to keep his impor- 
tant papers in a safety deposit box or 
some other.secure location of which his 
family is aware. This frequently elim- 
inates much embarrassment in case of 
his death. 


Using Records of Claims 


Acents that can use claim records to 
good advantage are careful to have them 
placed in such form that they leave a 
lasting impression. One very useful 
method is to show what has been ac- 
complished by the payment of life in- 


surance money. Frequently there are 
specific objects for which an assured 
took out insurance. This brings insur- 
ance to a concrete basis and enables an 
agent to apply the lesson thus brought 
out to other cases. 





A boom has been started to nominate 
Senator George Wharton Pepper for 
the presidency on the Republican ticket 
in 1924. Senator Pepper is general 
counsel for the Penn Mutual Life, a 
former professor of life insurance law 
at the University of Pennsylvania and 
an honorary member of the Philadelphia 
Association of Life Underwriters. The 
Pennsylvania delegation in the house 
at Washington and other political lead- 
ers are said to be seriously considering 
Senator Pepper’s name to_ succeed 
President Coolidge, especially if the lat- 
ter is not a candidate to succeed him- 
self. Representative Guy E. Campbell 
of Crafton, Pa., said last week that the 
senator “stands out preeminently as 
fitted in every way for the high office. 
He is big and broad in his vision and 
stands for exact justice to all and favor- 
itism to none. He is a man of broad 
sympathies and would not fail the peo- 
ple.” When Mr. Pepper ran for the 
senatorial nomination, a committee of 
life underwriters figured conspicuously 
in his campaign, and it is believed that 
in the event of his running for the 
presidency a large proportion of the life 
insurance men and women of the coun- 
try would be among those rallying to 
his support. 


J. W. F. Hughes, one of the best- 
known life agents in Kansas, has made 
an unusual record. For the 14th conse- 
cutive year he has qualified as a mem- 
ber of the $100,000 Club of the Illinois 
Life. He is one of the few agents of 
the company to make this qualification 
for so long a period. He ranks third in 
renewal business this year, having kept 
87 percent of the business on the books 
during the year. 

President John J. Coyle of the Penn- 
sylvania Mutual Life and the American 
Catholic Union of Philadelphia, a fra- 
ternal, was recently honored by Pope 
Pious XI by conferring on him the 
Grand Cross of the Holy Sepulchre of 
Jerusalem, one of the highest pontifical 
decorations. It is the oldest existing 
order of chivalry, having been founded 
in 1090. 

President Coyle is the first citizen of 
the United States to be invested with 
this distinction and there are only three 
other recipients in English-speaking 
countries. President Coyle has also 
been elected a member of the Arcadia 
Academy of Rome, a famous literary 
society founded by Queen Christiana of 
Sweden in 1656. 


E, J. Dawson, aged 69 years, for 40 
years a resident of Des Moines, died 
Thursday. At one time he was state in- 
surance examiner and for several years 
he had been actively connected with in- 
surance activities in Des Moines, at the 
time of his death being connected with 
the Des Moines Life. 


Frederick M. Hubbell, who is founder 
of the Equitable Life of Iowa, holds 
Policy No. 1. He has become the old- 
est living policyholder of the company. 
He has served the Equitable of Iowa in 
an official capacity for more than 56 
years. At the age of 27, Mr. Hubbell 
founded the Equitable. This was Jan. 
25, 1867. On February 9, Policy No. 1 
was issued on his life and, therefore, he 
became the first policvholder in the com- 
pany he founded. He became its first 
secretary, serving in that capacity until 
1868, when he became a member of the 
board of trustees. From 1888 to 1907, 
he was president, retiring to become 
chairman of the board, the office which 
he now holds. 

Playing against a man who was 
shooting par golf or better throughout 
the entire match, M. A. Carroll, Osh- 
kosh, Wis., associate general agent of 
the Northwestern Mutual Life, went 
down to defeat at the hands of “Ken” 
Dickinson of Appleton, 4 down and 3 





to play, in the finals of the Northeast- 
ern Wisconsin Golf Association cham- 
pionship at Sheboygan, Wis. 


Commissioner T. M. Henry of Mis. 
sissippi has been receiving a continual 
round of congratulations on his victory 
in the Mississippi primaries from at- 
tendants at the commissioners’ conven- 
tion, meeting in Minneapolis this week, 
The final count shows that Mr. Henry 
has a majority of 45,000 and carried all 
but seven counties in the state. The 
issue was clear cut between a sane ad- 
ministration of the department and a 
policy of milking the companies oi 
fabulous sums in fines and taxes. Com. 
missioner Henry expects this victory to 
do much toward quieting the enemies 
of his administration, although it is not 
unlikely that some baiting by them will 
continue. 


John A. Sullivan, vice-president of the 
Great Northern Life of Chicago, in 
charge of its life department, was mar- 
ried there a few days ago to Miss Mary 
McCann. Miss McCann has been acting 
as Mr. Sullivan’s private secretary and 
was connected with the Great Northern 


Life when its headquarters were at 
Wausau, Wis., before the removal to 
Chicago. 


Miss Anne Hyland of Chicago, who 
has just been elected a member of the 
$100,000 Club of the National Life, U. S. 
A., is the private secretary of Alfred 
MacArthur, home office general agent 
of the company. Miss Hyland has been 
Mr. MacArthur’s right hand “man” for 
several years. Through her association 
with him, she has gained an insight into 
to the selling end of the business, and 
in her spare moments outside of the 
office has rolled up a substantial produc- 
tion this year. In commenting upon her 
joining the $100,000 Club, the company 
says: “In charm of personal appearance 
and manner, Miss Hyland closely re- 
sembles the famed Galli-Curci and in 
business ability—well, we have no basis 
for comparison. 

Valentine Riker, assistant secretary ol 
the Prudential Life, died last week fol 
lowing a cerebral hemorrhage. Mr 
Riker entered the home office of the 
Prudential as a clerk in 1879 and filled 
various important offices during his con- 
nection with the company. 


Charles E. Gilbert, secretary of ‘the 
Etna Life, completes 55 years of con 
tinuous service with the AZtna organiza- 
tion this month. Mr. Gilbert became 
connected with the 4tna Life in August 
1868, in the capacity of bookkeeper and 
cashier. On Feb. 12, 1895, he was elected 
assistant welt to and in February, 
1905, he was promoted to secretary. 

Although 86 years old, Mr. Gilbert 
continues to discharge his duties with 
wntiring zeal and is found present at 
his desk every morning, remaining 
through the entire length of office hours 
and displaying an interest in all activ- 
ities and progress of the organization 
At the present time he and Mrs. Gilbert 
are enjoying a vacation in the White 
mountains. 


H. B. Hill, president of the Mutual 
Life of Illinois, has been appointed a 
members of the district committee of t 
Lions Club of Illinois, to collect funds 
for the erection of a suitable monument 
at the graves of the father and_ stem 
mother of Abraham Lincoln. Way 
A. Townley of Bloomi:.gton, III. dis- 
trict governor, made the appointment 
this weck. 


L. H. Chamberlin, who has been audi 
tor for the Michigan Mutual Life for — 
past 20 years, died at the home of 
son, Lieut. Col. Chamberlin, in Detroit 
last Sunday. 





J. O. Laugman, president, and Dr. A 
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——— | Johnson, secretary and medical direc- | ness. He reports fishing as being very 
lf tor of the International Life & Trust of | good. 
S Moline, Ill, have just returned from a Dr. Johnson and family motored 
—!|# two weeks’ motor and fishing trip. Mr. | through Iowa and Minnesota into Wis- 
Laugman and family were in the north- | consin, spending most of their timé on 
ortheast-f west and northern parts of Minnesota, | the lakes at Wampacha, returning by 
nm cham-— coming back by way of Minneapolis, | way of the Dells and Madison, then to 
stopping there a couple of days on busi- ! Rockford, Ill., and back to Moline. 
of Mis- 
continual 
s victory LIFE AGENCY CHANGES 
from at- 
| conven- 
nis week. § JOHN HANCOCK ON THE COAST | Snow is general manager of the Insur- 
- Henry ance Exchange, which operates a gen- 
agg Company Is Licensed in California and ont toe real estate and invest- 
sane ad. Appoints Two General Agents ‘ 
it and a for That State Thomas E. Hagan 
ww ; Thomas E. Hagan has been appointed 
rte ra In accordance with the announcement | general agent for the Lincoln National 
ena made by President Crocker at the an-| Life at St. Paul, Minn. Mr. Hagan has 
i on nual meeting of the John Hancock Mu-| been in the life insurance business in St. 
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tual Life, and following a visit to the 
coast by Vice-President Eaton, head 
of the agency department, the company 
has been licensed in California. 

Two general agencies will be estab- 
lished, one at San Francisco for the 
northern section, and the other at Los 
Angeles for the southern section. Wil- 
lam B. O’Connor, who has made a 
success aS associate general agent with 
the Paul F. Clark general agency in 
Boston, has been selected to fill the 
position at San’Francisco, and Chester 
A. Duffield, formerly associated with 
the John Hancock general agency in 
Indiana and later field supervisor for the 
company, is selected for the position at 
Los Angeles. 

Both men are well qualified by their 
experience and knowledge of insurance 
to do pioneer work for the company in 
the new territory. 


J. H. McGann and G. C. Rominger 


James H. McGann, assistant superin- 
tendent of the Metropolitan Life at 
South Bend, Ind., has been appointed 
manager of the North American Life of 
Chicago with headquarters at South 
Bend. He will have northern Indiana. 

G. C. Rominger, state manager of the 
North American Nationa! Life of 
Omaha in Kansas, has been appointed 
Colorado manager of the North Amer- 
ican Life of Chicago with headquarters 
at Denver. 





Dr. J. R. Conklin 


Dr. J. R. Conklin, formerly with the 
Peoria Life, has been appointed general 
agent for the Continental Life of St. 
Louis at Pittsburg, Kan. Dr. Conklin 
is a dentist who first wrote a little in- 
surance as a sideline, and made such a 
success of it that he decided to give up 
the practice of dentistry entirely and 
devote his time to the insurance busi- 
ness. A man. of keen judgment and 
ine perceptions, Dr. Conklin bids fair to 
become One of the outstanding figures 
in Kansas insurance circles. 


H. D. Barton and E. E. Myers 


H. D. Barton and E. E. Myers have 
been appointed district managers for 
the new agency established by the Wes- 
tern States Life in Oakland, Cal. This 
makes two agencies in that city. Mr. 
Barton was formerly assistant district 
Manager for the Equitable of New York 
at Fresno, Cal., and Mr. Myers was a 
fellow worker in the same territory. 





D. F. Caldwell 


D. F. Caldwell of Chicago, who was 
an agency supervisor for the American 
National of Galveston, recently resigned 
. take charge of the life department of 
Smith-Lawson-Coambs Co. of Chicago 
who have the Minnesota Mutual. He 


las 2c ° 
as decided to return to the American 
ational, 


Medical Life’s New Office 


nthe Medical Life of Waterloo, Ia., 
as established itself in St. Paul, Minn., 
‘ving appointed the Insurance Ex- 


Paul since 1916, recently associated with 
the Aetna Life. Prior to his connection 
with the Aetna Life he was with the 
Metropolitan. 


G. H. Gilbertson 


Gust H. Gilbertson of Finlay, N. D., 
has been appointed general agent for the 
Minnesota Mutual Life for the counties 
of Traill, Steele and Griggs. 


A. R. Blackstone 


The Fidelity Mutual Life has opened 
an office in Grand Rapids, Mich., on the 
fifth floor of the Michigan Trust build- 
ing. A. R. Blackstone has been ap- 
pointed manager of the office, going 
from Casper, Wyo. 











L. A. Miller 


Lawrence A. Miller has become dis- 
trict agent of the Massachusetts Mutual 
Life at Beloit, Wis. He has been in life 
insurance work for some time. 


J. F. Enright 


J. F. Enright has been appointed 
agency manager for the Bankers Life of 
Iowa in northern Illinois, succeeding 
the firm of Dickerson & Enright. A. W. 
Dickerson recently died and this read- 
justment is made accordingly. 





E. M. Knight and G. Shipley 


E. M. Knight and G, Shipley, agents 
for Nebraska for the Central States 
Life of Missouri, for the past five years, 
have sold their interests in the Knight & 
Shipley agency of Lincoln, Neb., and 
will. remove to California. Their 
Nebraska business has been purchased 
by A. J. Riley and D. E. Folly, two 
experienced insurance men, who will be 


Nebraska managers for the Central 
States. Mr. Knight and Mr, Shipley 
have entered into a contract with the 


company to take charge of California 
They made the Nebraska agency one of 
the big producers for the company. 


Karl E. Madden and P. C. Otto 


Karl E. Madden has been appointed 
manager of the Equitable Life of New 
York in Davenport, Ia., to succeed Paul 
C. Otto, who has become general agent 
of the Connecticut Mutual Life at Rock- 
ford, Ill. Mr. Madden has been associ- 
ated with the Davenport office since 
June of last year. 





Connecticut General Plans Meeting 


The Connecticut General Life will 
hold its annual agency convention at 
Quebec during the week of the annual 
convention of the National Association 
of Life Underwriters in Chicago. A 
five-day program has been arranged, 
covering a trip from New York, the 
convention to cover Sept. 4-8. The en- 
tire party. which will number 500, will 
go from New York to Quebec on a spe- 
cial train. The Hotel Chateau Fron- 
tenac will be convention headquarters in 
Quebec. During the convention, morn- 
ings will be given to business confer- 
ences and afternoons and evenings to 
recreation. 














Julius Caesar 
Makes Good 


yuu CAESAR had his 
faults; but he certainly 
was no coward. Profligate 
that he was, he feared no 
living man or set of men. On 
one of his Syrian war jour- 
neys, it is told, he was cap- 
tured by Egyptian pirates 
who coolly informed him he 
would remain their prisoner 
until his friends produced a 
million dollars. 


“A million dollars!” he ex- 
claimed, “‘why I owe person- 
ally more than that. Let me 
go or I'll come back some 
fine day and crucify the whole 
bunch.” But the pirates held 
him, nevertheless, until 
Rome notified them that the 
million was ready for 
Caesar’s return. 


But once back at his marble 


The Prudential 


Insurance Company of America 


desk, the General refused to 
ship the money. “Hold it 
until I die, and then pay my 
debts. I'll go back and fix 
up this other thing.”’ So he 
went once more to Syria, 
as he had promised, crucified 
the necessary pirates, and 
fell in love with Cleopatra. 
The ransom fund was kept 
for his creditors after 
death. 


OWADAYS one does not 

have to argue with pi- 
rates to accumulate a stated 
sum as a guarantee for cred- 
itors. He can get an insur- 
ance company, for a stipend 
a year, to make this guar- 
antee for him. Many busi- 
ness men find life insurance 
avery great convenience in 
matters of this sort. 


EDWARD D. DUFFIELD, President 
Home Office, Newark, N. J. 














CONSERVATION OF BUSINESS 

We are reinstating, revamping and clearing up indebted policies for a number of Life Companies, 

thus standardizing and conserving the business, increasing the keeping 
the policyholders satisfied, and at practically no expense to the Companies. 

Our refi cover eigh years of satisfactory service, and we respectfully solicit your patronage. 


THE OTIS HANN COMPANY, Inc. 





10 So. LaSalle St. 


income, preventing lapses, and 


Chicago, Illinois 














Change, Inc., as general agent. L. M. 
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The Columbian National Life 


Insurance Company 
ARTHUR E. CHILDS, President | BOSTON, MASSACHUSETTS 











Columbian National Agents are in a position 
to offer the best forms of 


LIFE, ACCIDENT and 
HEALTH INSURANCE 


Policies backed by one of the strongest com- 
panies in the country, having ample capital, 
surplus and highest standard of reserves. 


NEWS OF COMPANIES 

















Lincoln Liberty Life—The company re- 
ports that it wrote 33 percent more busi- 
ness during July of this year than any 
other July of its history. August shows 
no diminution in the way of new busi- 
ness. To Aug. 15 the company, Secretary 
Goldstein says, had written more 
business than for the entire month of 
August, 1922. 

*x* * * 

Columbia Life, Neb.—So far this year 
the company is writing about three 
times as much new business as was se- 
cured last year to the same date, and is 
confident that the year’s results will be 
very satisfactory. It has opened up quite 
a campaign of expansion and expects to 
make decided advances, although operat- 
ing on a conservative basis. 

*x* * * 

International Life—The company in 
the first 13 days of August wrote $3,- 
500,000 compared with $2,000,000 for the 
same period in 1922. The business from 
Jan. 1 to Aug. 13 totaled $48,500,000 
against $30,000,000 for the same time in 
1922. The company’s insurance in force 
July 31 was $162,571,000 against $142,- 
985,000 last year. 











LOCAL ASSOCIATIONS 

















—Yesterday and Today 


Down through the ages from the dim, dis- 
tant past into the light of our present day 
of knowledge and science has come at least 
one giant of man’s imagination— FEAR. 


LIFE INSURANCE, stands ready asa 


modern means to ease your mind and 
defend your home against the contingen- 


cies of Life and Death. 


The Connecticut Mutual 
Life Insurance Company 
Hartford Connecticut 








Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 


PITTSFIELD, MASS. 
W. D. WYMAN, President 


The Company has always pursued those policies in the conduct of its business that 
have given it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Has always extended reasonable assistance and encouragement to its representa- 
tives to develop and hold their business. 

Its policy contracts give to each individual insurer full protection, safe-guarding, 
at the same time, the interest of all policyholders. 























WANTED 


Two General Agents for Michigan 


One for Northern Peninsula—One for Southern Peninsula 


THE MIDLAND INSURANCE COMPANY 


OF ST. PAUL, MINN. 


Liberal Contract to Right Man 
G. K. HENSHALL, Supt. of Agents 











Lineoln, Neb,—The annual picnic of the 
Lincoln association is to be held at auto- 
mobile park on Saturday, Aug. 28. Presi- 
dent Keefer is preparing a special pro- 
gram of stunts for the occasion. The 
picnic was originally set for early in the 
summer, but rain interfered. It was post- 
poned until the later date because of the 
absence on vacations of so many agents. 

eo 6 6 

Philadelphia, Pa,—Following this year's 
most successful sales congress, the larg- 
est of any held to date, the Philadelphia 
association has naturally turned over the 
management of the 1924 sales congress 
to the chairman of this year’s commit- 
tee, Franklin L. Bettger (Fidelity Mu- 
tual), who has just been reappointed by 
President Frederick G. Woodworth. 

Associated with Chairman Bettger are 
Louis Hoffman, Northwestern Mutual: 
Laura B. Patrick, New York Life; A. P. 
Shalet, Mutual Life of New York; O. H. 
Weidemann, Provident Mutual. 

Special designs are already being pre- 
pared for the posters, announcement 
cards and letter heads for the sales con- 
gress, which will be held early in the 
year, 


Many Seeking Life Licenses 


The work of the Philadelphia Advis- 
ory Board which examines first time 
applicants for life insurance licenses has 
been developed to such efficiency that 
hereafter examinations will be held each 
week. The examiners for “ordinary” 
are Frank D. Buser and Clayton M. 
Hunsicker, Fidelity Mutual; Earle V. 
Deane, New York Life; James M. 
Dickey, Mutual Life of New York; B. C. 
Fenwick, John Hancock; W. R. Harper, 
Aetna; Jackson Maloney, Philadelphia 


Life; Franklin C. Morss, Provident Mu- 
tual; Arthur D. Murphy, Home of New 
York; Clarence K. Schonck, Penn Mu- 
tual; Joseph C. Staples, Pacific Mutual; 
R. B. Taylor. Equitable of New York, 
and A. C. Williamson, Prudential. The 
examiners for “industrial” are John R. 
Fox and Arthur Saxon, Metronolitan: 
Chas. F. Gannon, Prudential; Timothy 
D. Heenan and Frederick G. Wood- 
worth, John Hancock. The executive 
committee is composed of Frederick G. 
Woodworth, chairman; John R. Fox and 
Clavton M. Hunsicker, vice-chairman; 
Jackson Maloney, secretary. 


Life Notes 

Mrs. Ethel M. Crissey, who has been 
under contract only three months with 
the Charleston, W. Va., agency of the 
Massachusetts Mutual Life. C. Warden 
Pippen, general agent, closed a _ nice 
monthly income case in July which gave 
her a place among the leaders in busi- 
ness for the company. 

A. ¢. Bigger, president of the Ameri- 
can Life Reinsurance, addressed the 
women’s clubs of Dallas, Tex., last week 
on the community chest move. Mr. Big- 
ger is closely connected with charity 
moves in Pallas and urged the women to 
get together this year and make the 
present move the most successful in the 
history of the city. 


MR. AGENT! 


Do you care for QUALITY, not 
SIZE? Age, Sound Experience, 
Low Cost, a Splendid Record for 
70 years? 


Then why not take a General 


Agency in its HOME STATE for 


THE ST. LOUIS 
MUTUAL LIFE 


OUR AGENTS AND POLICY HOLDERS 
STICK! WRITE THE HOME OFFICE 





























Stephen M. Babbit 
President 


Hutchinson, Kansas 











MORE THAN 50% 


of the business written by some of our larger 
agencies is a direct result of the Fidelity lead 
service. Our agents interview interested pros- 
pects—people who have written the Head 
Office for information. 

Fidelity is a low-net-cost company operat- 
ing in 40 states. Full level net premium re- 
serve basis. Over Quarter of a Billion im 
force. Faithfully serving insurers since 1878. 


FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
Walter LeMar Talbot, President 
A fewagency openings for the right men 
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“THE COMPANY OF CO-OPERATION" 


DES MOINES 
LIFE AND 
ANNUITY 


COMPANY 


We will insure the whole family! 
Any plan, any age, either set 


This is a service our men 


appreciate these days 


If it appeals to you, write 


HOME OFFICE 
DES MOINES «2.. Bids.) IOWA 


TERRITORY 








IOWA SOUTH DAKOTA 
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Live Wire Sales Manager. A young legal 
reserve Company. Writing business in Ohio 
only. Requires the services of a man who 
can produce a good volume of business 
himself, also secure agents, and teach them 
to become producers. ‘To such a man 
we have an exceptional opening that is 
unlimited as to the future. Correspond- 
ence Strictly Confidential. Address F-30 
Care The National Underwriter. 








Assistant Actuary 


Rapidly growing company of $65,000,- 

000 needs a young man under twenty- 
five with some Actuarial training or 
experience who is willing to start at a 
moderate salary and work up to 
Position of Assistant Actuary. Give 
Qualifications and minimum wage ex- 


pected. Address F-29, care of The 











National Underwriter. 
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| American Old Line Insurance Company 
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Disability Departments 


Choice Territory open in the Middle West 


Liberal Contracts— offered in both Life and ‘ 
for State and District Managers | 








LINCOLN NEBRASKA 
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CHICAGO 


MUTUAL TRUST 


LIFE INSURANCE COMPANY 


of Chicago 


. 


now occupies its new home in 


THE CHICAGO TEMPLE 


where with its increased facil- 
ities, it is the more prepared 
to adequately serve its policy- 
holders, agents, and friends. 


New Home Office Address: 


THE CHICAGO TEMPLE 
Clark and Washington 
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25 30 35 


3 
9.09 10.61 11.66 13.08 16. 
- 9.76 11.52 12.84 14.39 18. 


30 Payment Life 


25 30 35 
3 


$ $ 
5 25.19 27.73 30.95 
7 4.83 5.29 5.76 
6 5.49 6.03 6.53 
5.40 6.44 6.99 7.71 
7.44 8.20 9.14 
7.36 8.71 9.67 10.81 


25 30 35 


iti 9.91 11.44 12.39 13.53 
7.02 8.03 8.68 9.45 


10 Payment Life 
25 30 35 


$ $ $ 
49.72 54.11 59.34 
8.35 8.88 9.43 
10.13 10.82 11.50 
12.75 13.62 14.66 
7.51 8.03 8.68 

Year Endowment 
25 30 35 
$ $ 

26 33.45 35.25 

12 4.51 5.32 

16 5.56 6.32 

67 7.00 7.83 

39 8.78 9.68 

54 10.97 11.86 
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A Wider Field— 
An Increased Opportunity 


Because We Have 


Age Limits from 2 to 60. 
Policies for substantial amounts(up to $3,000) for Chil- 
dren on variety of Life and Endowment plans, thus 
enabling parents to buy all of the Family’s insurance 
on the Ordinary, i.e. Annual, Semi-annual or Quarterly 
Premium plan. 

Participating and Non-Participating Policies. 
Same Rates for Males and Females. 

Double Indemnity and Total and Permanent Dis- 
ability features for Males and Females alike. 
Standard and Substandard Risk Contracts, i. e. less 
work for nothing. 


THE OLD COLONY LIFE 
INSURANCE COMPANY 


of CHICAGO, ILL. 


The Company has its Home Office in its own building 
at 166 W. Jackson Blvd. running through to Quincy and 
Wells Street, right in the heart of Chicago’s Financial 
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15 Year Endowment 
Age .... 15 25 30 35 45 60 OP. 


3 $ $ 
Prem. ..64.89 65.84 66.60 67.66 71.86 94.35 
5.41 5.78 6.13 6.50 7.74 13.7% 
_Bpere 8.11 8.51 8.83 9.13 10.48 16.4¢8FIGE 
10 .....12.19 12.53 12.77 13.11 14.47 19.% 
wD wwerk 17.13 17.41 17.66 17.97 19.12 23.% 
10 Year Endowment Frate 
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3 $ $ $ : 
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and Fee Reouired license 

insura 

en ; that tl 

.| LANSING MICH., Aug. 22.—Com ‘veotee 
missioner L, T. Hands of the Michigan oc , 
Department has notified all companies penton 
operating in Michigan of the requiremen Ueuall 
under the recently enacted license sec- here y 
tion of the Michigan insurance law. The coor hhe 
amendment, which becomes operative out of 
Aug. 30, regulates the fees for agents’ small 


licenses and requires all companies oper- sible f 
ating in Michigan and represented by¥@, 
agents in this state to pay to the state 
an agent’s license fee of $2 for each 
agent, meaning thereby each person act- 
ing as an agent and each individual of 
a corporation, partnership or firm, which 
shall be licensed agreeable to the pro-Miee of § 
visions of, the act. The license fees areMthen fz 
appropriated to the general fund of thel§tion. 

state. This license fee is also subject¥§$5 and 
to greater amounts, if other states re-MMtirely ii 
quire greater fees of Michigan com-M§fratern: 
panies, a retaliatory clause being in-§§keeps 

cluded. their pc 
entry ii 


Cotton States Opens New Office — : 
now 


Warren _ Pullen, superintendent ofMBthat th. 
agencies of the Cotton States Life olf eserye 
Memphis, Tenn., is in Chattanooga, 
Tenn., for the purpose of organizing a 
local agency in the latter city for his 
company. The Cotton States business 
is growing rapidly and the company is 
expanding its agency force, which will 
provide still further increases. 
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a ence of 
To Occupy New Building Soon Clubs « 
When the California State Life ofJamnual : 
Sacramento, Cal., vacates the quartersggence at 
which it now occupies as its home office Herence | 
the major part of the space will be im- Pe cog 
mediately taken over by the Western ae Fe 
States Life of San Francisco as it~’ *0v 
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business and number of agents. 

The California State Life’s new 2? 
story building will be completed abou! 
next October. 









Geddes With Continental Life 


G. Wilson Geddes has been appointeé 
assistant actuary of the Continental Litt 
of Delaware. Mr. Geddes is an asse 
ciate of the Actuarial Society of Amer 
ica. He was formerly assistant secre 
tary of the Mutual Life of Waterloo 
Can. 















Bowling League at Milwaukee 


Ten insurance company teams repre’ 
senting home offices and agencies ! 



















Milwaukee have organized a_ bowliné ( 
league for the coming season Originally DAVE 
an eight-team league was planned bu tries 
nine teams have already signified thelr gents O 
intention of being represented and “Port will 
least two more teams will try to 82! the home 
the remaining berth in the league. The epresen: 
following were represented at the first luding 
meeting, held in the office of the North: Nebraska 
western National Fire: Old Line Life akota e 
Milwaukee Mechanics, Metropolitan Life Wal - 
Concordia Fire, Prudential, Wisconsi= ter 
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Inspection Bureau, Milwaukee Auto 4° y and 
The North 





bon 
companies 





Port busi; 
fear. Mr 
ith the ¢ 
"gan as 
"as made 
Fad finall 











Miss., 9% 






A. L. Rodman of Tate county, 







ature. 
































23, 1923) , ueust 23, 1923 
1s oo OPPOSE STRICTER LAW 
$ 
86 94.35 oe 
74 13.76 
“48 ig48FIGHT FURTHER REGULATION 
AT 19.8 
12 23.84 
Fraternals to Wage Strenuous War 
| ry Against License Requirement 
2 Se for Solicitors 
72 19.47 
26 25.24 
MINNEAPOLIS, MINN., Aug. 22.— 
‘-FFECTB Several representatives of fraternals are 
attending the Insurance Commissioners 
Convention. They are not hesitant about 
gan No@eclaring that they will fight to the last 
asure any efforts to bring their solicitors under 
license and stricter regulation of state 
insurance departments. They maintain 
, ‘ that there is no necessity for such action 
2.—Com- Because a fraternal solicitor is under the 
MichiganM¥ most constant and critical scrutiny and 
>MpaniesM espionage of fellow lodge members. 
urement Usually, they say, several fellow mem- 
‘MSE SCC-Bhers will be a little jealous of the solic- 
aw. TheMitor because he is making some money 
Operative Bout of the organization; the policies are 
r agents @ mall and it would be practically impos- 
Hes Opel- sible for the solicitor to get away with 
ented by @ much, if any, of the policyholders’ fees 
the state or payments. 
for each 
i . Claim Moral Hazard Reduced 
rson act- ; 
vidual of The only kick now made, they say, 
m, which™comes when a man has paid the initial 
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fee of $5, which goes to the solicitor and 
then fails to pass the medical examina- 
tion. The solicitor usually keeps the 
$5 and the man loses that amount en- 
tirely if he fails to pass the doctor. The 
fraternals declare that the black ball 
keeps down the moral hazard among 
their policyholders, since a man seeking 
entry into the lodge is passed upon by 
many of his immediate neighbors, who 
know him well. They point out also 
that though they may be charging legal 
reserve rates, these rates in some in- 
stances are necessary to carry along an 
old society with a preponderance of ad- 
vanced age risks. 
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Advertising Men to Meet 


The Insurance Advertising Confer- 
ence of the Association of Advertising 
Clubs of the World will hold a semi- 
annual meeting and round table confer- 
ence at St. Louis, Oct. 22-23. This con- 
ference immediately proceeds the annual 
convention of the Direct Mail Adver- 
using Association which will be held at 
St. Louis, Oct. 24-26. The program 
committee will meet with the executive 
committee in Hartford Sept. 5 to work 
out the program for the St. Louis con- 
ference. A valuable two-day session is 
anticipated, as the conference did little 
more than organize at the meeting at 
Atlantic City in June. The insurance 
advertising men believe that much good 
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Life will come from the semi-annual meeting 
appointed : soaterences, especially as all branches 
ental Life Bee business are well represented in 
an asso € conterence. About 60 companies are 


members, including life, fire and casu- 
alty companies, At the St. Louis meet- 
ing a delegation will be elected to rep- 
Fesent the conference at the annual 
onvention of the Association of Adver- 
ising Clubs of the World, which is to 
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 powling Guaranty Life Meeting 

Originally DAVEN 

snned bel AVENPORT, IA. Aug. 22. — 
ified thei Agents ot the Guaranty Life of Daven- 
a and *@@Port will hold their annual convention at 
y to gaitfithe home office Aug. 31 and Sept. 1. 
gue. bs ye entatives from eight states in- 
Ag ee, Oklahoma, _ Kansas, Missouri, 
Line Lifemiy * a, Illinois, North Dakota, South 
litan Life oe and Iowa will be in attendance. 
wisconsll alter F. Meiburg, assistant secre- 
Auto andmg'@ry and actuary of the company, was 
he Northgmamed a director at the directors’ meet- 
, Life willing held this week. Mr. Meiburg suc- 
an teds Albert Schultz, retired Daven- 






- business man who died early this 
‘th Ry Meiburg has been associated 
ith the Guaranty Life for 18 years. He 
aan as clerk in the home office and 

‘ made assistant cashier, later cashier, 
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LIFE INSURANCE EDITION 15 
To the man who ‘can qualify, we will offer an Old Fashioned General Agency Contract that 
means money. Experienced management, superior Policy Contracts, progressive field 
and Home Office methods are at your service. 
+ 
Address Century Life Insurance Company 
Indianapolis, Indiana 
MUTUAL LIFE OF ILLINOIS | 
HOME OFFICE 
SPRINGFIELD, ILLINOIS 
An Old Lime Legal Reserve Life Insurance Company 
A Company of Service 
Service to Policy Holders Service to Agents Service to the Publie 
Operates under the Famous “Registration Act” which requires the reserve on every policy issued te be deposited 
and held in Trust by the Insurance Department of the State 
Live Up-to-Date Policies Ordinary Life Limited Payment and Endewments t 
A few good openings fer good live producers im Illineis. Correspondence Invited. 
H. B. HILL, President NN. H. WALT, Vice-Pres. and Agency Director JAS. FAIRLIE, Vice-Pres. and Actuary DR. J. R. NEAL, Som. 

















Pad finally, assistant secretary. 








AMERICAN 
CENTRAL 
LIFE 














Insurance Co. 






INDIANAPOLIS, IND. 
Established 1899 


HERBERT M. WOOLLEN 


PRESIDENT 
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TO MEN WHO CAN QUALIFY 


We are offering some splendid OKLAHOMA 
and MISSOURI territory on a General 
Agency basis. 


The Farmers & Bankers Life 


Insurance Company 


Executive Offices Wichita, Kansas 








Acacia Mutual Life Association 


Insurance Issued in 1922....... (Paid for a emia $ 39,898,050 
Gain in Insurance in Force.. oe 21,462,805 


a 
Insurance in Force 12-31- 22. A? @ © )ieeces ee 





PROTECTION FOR MASTER MASONS 
Low Net Cost Masonic Service 


A Satisfied Field Force 
William Montgomery, Pres. Homer Building, Washington, D. C. 














OF DES MOINES, IOWA. 


We issue all standard forms of Life Insurance Policies. Every policy 
protected by Deposit of Full Legal Reserve with the State of Iowa. 








Incorporated 1871 


Life Insurance Company of Virginia 


RICHMOND, VIRGINIA 


Issues.the most liberal forms of ORDINARY Policies from 
$1000.00 to $50,000.00 with premiums payable annually, semi- 
annually or quarterly, and INDUSTRIAL Policies from 
$12.50 to $1,000.00 with premiums payable weekly. 


Condition on December 31, 1922: 


PN i. jpeg neds neebadeeedekhe ce neeunawekebeeknteaeel $ 32,633,933.05 
EE EOL OIE T POTEET OTE E ET 8 eee Sy TER. 28,512,821.50 
es ic mendes secescceedees phaasiveelnbed 4,121,111.55 
ae. ceaeeseudeaenawvanenee 230,322,163.00 
ee I 6 onc. 6000006ndceneetaeedasewenee 2,331,155.50 
Total Payments to Policyholders since Organization ........... 30,051,860.92 


JOHN G. WALKER, President 








THE PERFECT PROTECTION POLICY OF 


THE RELIANCE LIFE 


gives you something absolutely new and different to talk to your 
prospects. Gives you a chance to earn more money than you 
are now making. 

Our Life Insurance Contracts contain the most up-to-date clauses 
known to the Insurance World. The Accident and Health gives 
full protection for at least a third less cost than. regular casualty 
companies. Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL YOU MORE ABOUT OURSELVES 
Reliance Life Insurance Company of Pittsburgh "pyj.5e"* Pittsburgh, Pa, 











SAFE AS A GOVERNMENT BOND’ 


Oi: OHIO STATE LIFE 


LIFE. HEALTH, ACCEDENT «*° MONTHLY INCOME INSURANCE 


siateeal LATEST POLICIES AND AGENCY CONTRACT Bt'USU 146: 
Openings OHIO, IND., KY, MICH. and W. VA. Write Columbus 












COMPLETE PLANS FOR 
CHICAGO CONVENTION 


(CONTINUED FROM PAGE 3) 


fice of Mr. Faltysek, over 1,500 se 
been filed thus far, with the busiest two} 
weeks remaining before the opening of 
the convention. All of the single rooms 
have been reserved at the Drake hotel) 
and one or two other leading hotels and | 
but a few remain in any of the large 
hotels. There are double rooms left in 
these hotels and also suites of rooms, 
which the committee points out would 
be attractive to small groups from asso- | 
ciations, where three or four would be 
traveling together. These suites also 
permit of some excellent locations at 
reduced cost. With 1,500 names now 
on the books and each mail bringing 
in heavy additional registrations, the 
committee expects nearly 4,000 out of 
town delegates, in addition to the 700 
from Chicago. This will make it one of 
the greatest conventions of business men | 
ever held in the country. 
To Provide Well for Ladies 


Special arrangements are being made 
to give the ladies an enjoyable conven- 
tion. There will be arrangements made 
for their convenience throughout the 
three days, but Tuesday afternoon will 
be turned over to them entirely, this 
being “ladies afternoon” for the conven- | 
tion. The visiting ladies will be guests | 
of the local women’s auxiliary. A com- 
plimentary luncheon will be served at 
the Marigold Gardens, the entire party 
motoring there from the Drake hotel. 
After this luncheon a motor trip will 
be taken through CHicago’s great boule- 
vard and park system, this being claimed | 
as one of Chicago’s seven wonders. 

Plan Gala Night for Opener 


The opening event to the staged by} 
the entertainment committee will be the | 
buffet supper and evening program on | 
the Municipal Pier Wednesday evening; | 
the first day of the convention. All of | 
the convention delegates will march be- 
hind the convention band from conven- 
tion headquarters to the Municipal Pier, 
a complimentary buffet supper to be| 
served on the roof gardens of the pier, | 
a mile out in Lake Michigan. Following | 
the supper, a program of vaudeville and | 
music will be given, the remainder of | 
the evening to be given over to dancing. | 

On Thursday evening, Sept. 6, the an-| 
nual banquet of the National Association 
will be held at the Drake hotel at 7:00 
p. m., the program that will follow tak- | 
ing the entire evening. Special enter- 
tainment, intere sting stunts, music, danc- | 
ing and a speaker of national reputation 
will furnish the program, which is to| 
be broadcasted by radio. A tentative | 
arrangement for one of the prominent | 
figures at Washington, D. C., to speak | 
was cancelled due to the recent changes 
in the national capitol, but another fig- | 
ure equally prominent will probably be | 
secured. 

On Friday the delegates are to choose 
their own entertainment and for this oc- 
casion the convention committee of the 
Chicago Association of Life Underwrit- 
ers will offer its services as an informa- 
tion bureau, each member being ready 
to offer the desired information as to 
theaters, roof gardens, shopping places, 
bathing, automobile rides, golf, lake 
trips, baseball, visits to the stock yards 
another places of interest. 

Association Well Organized 


The convention committee of the Chi- 
cago association has been divided into 
sub-committees, each containing suffi- 
cient members to be representative of 
the life offices and handle the work effi- 
ciently. All are now busy on the details 
and in many offices the personal solicita- 
tion has been cut into by this work and 
will continue to be for the next two 
weeks. Harper Moulton of the Provi- 
dent Mutual Life is the secretary of the 
association and is aiding Darby A. Day 
of the Mutual Life of New York, presi- 
dent of the association, in generally su- 
pervising the work. 
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HOME LIFE INSURANCE Co. 
New York 


WM. A. MARSHALL, President 


The 63rd Annual Report shows: 
Premiums received during the year 1922.$ 17,369,835 
Payments to Policyholders and_ their 
beneficiaries in Death Claims, Endow- 
ments, Dividends, Etc............... 5,400,769 
— added to the Insurance Reserve 
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Corccccescesccesesecoesccsoce 2,206,762 

Net ‘Interest Income from Investment. 2,110,922 

($722,352 in excess of the amount 

required to maintain the reserve.) 
Actual mortality experience 52.87% of 

the amount expecte: 
Insurance in Force........+se-seeeeee 232,163,052 
Admitted Assets ........ccseccseceeees 46,253,715 


FOR AGENCY APPLY TO 
W. A. R. BRUEHL & SONS 
General Managers | 





Central and Southern Ohio and 
Northern Kentucky 
Rooms 601-606 The Fourth Nat. Bank 


Building 
CINCINNATI, OHIO } 


HOYT W. GALE 
General Manager for Northern Ohio 
229-233 Leader-News Building 
CLEVELAND, OHIO | 








New Policies 


New and appealing line of 
policies being written. 
Rates exceptionally attrac- 

tive. | 
Unusual contracts toagents. 


Several splendid agencies 
open in Iowa. 


Write for information. 
Louis H. Koch, President ‘ 


NATIONAL 
AMERICAN 


LIFE INSURANCE COMPANY 
Burlington, lowa 














E. J. Faltysek, general agent for the 


Eureka Life 


Insurance 


OF BALTIMORE, MD. 


Incerporated under the laws of 
Maryland, 1882 


We Issue 


Standard Ordinary and 
Industrial Policies 


J.C. MAGINNIS 
President 
J. BARRY MAHOOL 
Vice-President 
J.N. WARFIELD, Jr. 
Secretary-Treasurer 
DR. J. H. IGLEHART 
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Equitable of Iowa, is chairman of the 
committee on hotels, a busy committee 
these days. A. C. Biederman of the 
Equitable Life of New York is chair- 
man of the transportation committee, 
which will handle the bus system, the 
various automobile trips and other trans- 
portation facilities necessary. The com- 
mittee On invitations is headed by E. D. 
Holmes of the Mutual Benefit and that 
on souvenirs by Lewis Degen of the 
Mutual Life of New York. W. J. Ar- 
nette of the Fidelity Mutual is chairman 
of the ladies’ auxiliary committee, and 
Jens Smith of the Pacific Mutual heads 
the program committee. The reception 
committee is headed by H. Ware Cald- 
well of the New England Mutua). vice- 
president of the association, and this 
committee includes a_ representative 
from practically every life company and 
agency in Chicago. 
Royal Welcome Extended 


The coming convention will be more 
than a passing event for Chicago. It 
will be brought before the entire city 
and, in fact, has been already, expres- 
sions of welcome having been extended 
by practically all of the business men’s 
organizations in the city. 

In commenting on the welcome being 
expressed on all sides by these in other 
lines of business, Darby A. Day, presi- 
dent of the Chicago Association of Life 
Underwriters and in charge of local ar- 
rangements for the convention, gave out 
the following statement: 


“The civic and business bodies of Chi- 


cago have as a whole expressed their 
sincere welcome to the life underwrit- 
ers of America and have asked me to 
extend to the great army of delegates 
from all corners of the United States a 
word of welcome on their behalf. Such 
expressions have been voiced by the 
Chicago Association of Commerce, Mer- 
chants & Manufacturers Association, 
Chicago Bar Association, Rotary Club. 








The old line 


Cedar Rapids Life 


Insurance Company 


of Cedar Rapids, la. 


Wants three state agents for 
Central West 


A Good Chance for 
Reputable Men 














DIRECTORY OF 
LIFE INSURANCE 
ILLINOIS 

W MAN & PALMER 


General Agents for Illinois 
BERKSHIRE LIFE INS. CO. 
ttsfield, Mass. 








of Pi 
105 So. La Salle 
CHICAGO, ILLINOIS 
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illinois Manufacturers Association, Chi- 
cago Association of Credit Men and 
countless other organizations as well as 
big business houses. They recognize 
the coming convention as one of the 
greatest gatherings of business men ever 
assembled in the United States. The 
city as a whole has awakened to the 
coming event and the country’s life un- 
derwriters are assured a royal welcome 
at the hands of the local business men. 

“This convention will unquestionably 


be the biggest thing ever staged by 
life insurance men in history. Several 


thousand men gathered in the city for 
a weck, advertising the meeting the en- 
tire time in many ways and broadcast- 
ing the messages delivered at the 
sions throughout the country, will leave 
a deep impression upon the future busi- 


ses- 





ness. Those who are fortunate enough 
to attend its sessions will profit. Sev- 
eral thousands of the world’s leading 


| producers will be present and many valu- 
lable selling pointers should develop dur- 
jing the sessions, of use for both vet- 
lerans and beginners. The success of 
| the convention is certain as the reserva- 
'tions are coming into our headquarters 
so rapidly that few rooms are left in 
the leading hotels now, though it is two 
weeks before the meeting. Some 1,500 
have already designated their intention 
j}of coming from out of town, the regis- 
|tration committee having received that 
number of applications.” 





Many Company Meetings 


Many companies are planning to make 
juse of the convention in Chicago for 
the assembling point for their own 
agency conventions, giving their agents 
the benefit of the proceedings of the na- 
tional convention. This will greatly 
swell the number present and will add 
ito the enthusiasm of the meetings, fur- 
|nishing company groups as well as as- 
| sociation groups. Among the companies 


| that will have agency groups present 
| are the Aetna Life, Provident Mutual 
| Life, Columbus Life, Pacific Mutual 
| Life, Minnesota Mutual Life, Conti- 
jnental Assurance, Central Life of Illi- 


|nois, Phoenix Mutual Life. 


Michigan Has Incontestable Clause 


| <A notice has been sent to all life com- 
panies operating in Michigan by Com- 
|missioner Hands that compliance with 
ithe new incontestability clause of the 
|state law will be required after Aug. 30. 
|The new law becomes effective on that 
|date and directly applies to all life con- 
}tracts sold to Michigan residents on and 
lafter that date. The new clause reads 
las follows: 

“Third. A provision that the policy, 
together with the application therefor, 
a copy of which application shall be en- 
dorsed upon or attached to the policy 
and made a part thereof, shall constitute 
the entire contract between the parties 
and shall be incontestable after it shall 
have been in force during the lifetime 
of the insured and for two years from 
that date, except for non-payment of 
premiums and except for violations of 
the policy relating to naval and military 
services in time of war, and at the option 
of the company provisions relative to 
benefits in the event of total and per- 
manent disability and provisions which 
grant additional insurance specifically 
against death by accident may also be 








| 








excepted.” 


SALESMEN 


What amount of business can you write? 
What commission are you worth ? 


I will pay the highest commissions obtainable in the Ordinary 
Life field to high grade experienced men and women. 


The peak of your percentage is limited only by your capacity to 


get business. 
M. J. HIGGINS 
General Agent 


PEOPLES LIFE INSURANCE COMPANY 


PEOPLES LIFE BUILDING, RANDOLPH & WELLS 


CHICAGO 








THE OHIO NATIONAL LIFE 
INSURANCE COMPANY 


“‘The Company With the Big Surplus’’ 





For Information Address the 
Home Office at Cincinnati 































Mutual Life 1923 Dividends 


The Mutual Life Insurance Company of New York was the first American legal 
reserve life insurance company to pay cash dividends. For more than seventy-five years 
it has consistently made dividend returns to policyholders, and, except for an occasional 
slight decrease in schedule, has maintained an upward trend in its returns. 


In 1922 the Company paid in dividends to policyholders $30,046,105. 


Its dividend scale for 1923 was increased from 7 to 10% (according to plan and age), 
and it bas set aside for 1923 dividends to policyholders $32,832,839, equalling about 4% 
of the amount of 1922 premium receipts. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 











THE 
UNITED STATES LIFE 
INSURANCE COMPANY 


In the City of New York 
Organized 1850 Non-Participating Policies On|? 
Over 70 Years of Service to 

Policyholders 


Good territory for nal 
ducers, under direct cae. a 


HOME OFFICE 





105-107 Fifth Avenue New York City 





N. P. HULL, Pres. 





A POINT IN YOUR FAVOR 


The Grange Life is an opportunity for live agents. They have that opportunity of selling 
a policy lower in cost than many others and can still go into any community, confident in 
the knowledge that the protection they offer cannot be bettered nor the company they 
represent be outdone in service. 


GRANGE LIFE INSURANCE COMPANY 
aaa 


1. D. WALLINGTON, Supt. of Agents 
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Nearly 1 44 Million Policies Now In Force 








WITH INDUSTRIAL MEN | 

















Q:qr four other life insurance companies in America have 
11". ® policy contracts in force than this company. A study 
«i ihe following growth in ten years is invited: 

Jan. 1,1913 Jan.1,1918 Jan. 1, 1923 


Assets .......-++-+-$ 6,695,921 $ 14,008,422 $ 34,017,031 
Policies in Force..... 432,711 759,448 1,403,546 
Insurance in Force.. 61,484,358 115,099,897 296,840,278 


Attractive te ig open to agents in Ohio, Indiana, Ken- 
tucky, West Virginia, Pennsylvania, Michigan, Illinois, Missouri. 


. The Western and Southern Life Insurance Co. 


W. J. WILLIAMS, President | CINCINNATI, OHIO 
Organized February 23, 1888 








MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


OF SPRINGFIELD, MASSACHUSETTS 
INCORPORATED IN 1851 


Unexcelled policy contracts, efficient life insurance serv- 
ice, and a net cost that is notably low—these are three 
of the reasons why the name Massachusetts Mutual is 

nonymous in the mind of the insuring public with all 
that is best in life insurance. During the seventy-two 
years of the Company’s history its policyholders have 
ever been its loyal friends and its enthusiastic advertisers. 


JOSEPH C. BEHAN, Superintendent of Agencies 








Great Republic Life Insurance Company 


LOS ANGELES, CALIFORNIA 


Many Agents are Doubling their Production through Sale of 
the Company’s New 20-Payment Life Policy. 


Liberal First Year and Renewal Contracts offered 
to Field Men of High Character and Ability. A few 
General Agency openings now available. For full 
information write to nearest address shown below: 
E. L. BLACK, State Manager, 
Wheatley, Arkansas. 


HM. S&S. BRIDGEWATER, Manager, 
Central Department, 


1961-62 Railway Exchange Bidg., 
Saint Lous, Ma. 


W. H. SAVAGE, Vice-President and Agency Director 








1867 EQUITABLE LIFE 1923 


INSURANCE COMPANY 


bility and P: 
A Com ea aity 4 rogress, 
Insurance in Force 
Dec. 31, 1912.................$12,431,725.00  $ 67,326,327.00 
Dec. 31, 1922................- 44,995,738.00 313,132,592.80 
The net returns paid on funds left with the Company is 4.8 per cent. 


Admitted Assets 


For information regarding agencies 
Address:—Home Office: Des Moines 














PUBLIC SAVINGS CONVENTION 


Superintendents and Agents from Four 
States Attend Conference at Home 
Office at Indianapolis 





Some 170 superintendents and agents 
of the Public Savings of Indianapolis 
from Indiana, Michigan, Ohio and Ken- 
tucky visited the home office last week 


for a three days’ convention. 

At a banquet Thursday evening a 
number of distinguished guests were 
present and some facts were presented 
which were very encouraging. The 
prophecy was made that the company 
would show $75,000,000 of insurance in 
force at the close of the year, which 
would mean an increase of $20,000,000 


for the year. Bernard Korbly, general 
counsel and temporary chairman, intro- 
duced President Carl G. Winter as per- 
manent chairman and toastmaster. Pres- 
ident Winter painted a picture of what 
the Public Savings may really be ex- 
pected, to grow to on the foundation 
that has been substantially laid. 

He then introduced the following 
guests who responded with words of 
commendation on the achievements of 
the company: Granville M. Semmes, 
president Commercial Trust Company, 
Gary; A. V. Brown, president Union 
Trust Company, Indianapolis; Andrew 
Smith, vice-president Indiana National 
Bank, Indianapolis; Fred C. Dickson, 
vice-president Union Trust Company, In- 
dianapolis; Reily C. Adams, president 
Security Trust Company, Indianapolis, 
and Finley A. McNutt, attorney of Terre 
Haute, Ind. Mr. Semmes, having been 
connected with the Public Savings for 
more than ten years in the placing of 
loans, was presented with a ten-year 
service badge. He gave an interesting 
talk relative to the investment of life 
insurance funds. OntertalInment at the 
banquet was furnished by Miss Catherine 
Searcy, daughter of Manager H. C. 
Searcy of Louisville. 

On Friday the day was opened with a 
breakfast party, after which field repre- 
sentatives and office force joined in a 
picnic and day of entertainment. T. J. 
Sourbier, assistant secretary, had charge 
of the athletic events. In the baseball 
game the home effice was trimmed by 
the field force. After a boat ride the 
party returned to the city and attended a 
theater party. 

On Saturday morning there was an- 
other breakfast party followed by a 
business session in which were discussed 
the plans for the remainder of the year. 


Honor Public Savings Veterans 


At a recent managers’ conference at 
the Public Savings home office in Indian- 
apolis service badges were presented the 
following Public Savings officials and 
field representatives: Ten years and more 
—Bernard Korbly (with the company 
since organization), H. A. Benson, 
Charles W. Folz, Carl G. Winter, W. J. 
Hering, Edward G. Sourbier and W. T. 
jraves. Five years or more—H. C. Hoff- 
man, J. R. Macy, D. Tow, J. Bowen, A. 
Miroff, L. S. Dixon, J. W. Miller, W. 8S. 
Wenzel, W. Scott Deming, E. J. Taylor 
and G. V. Hiatt. Three years or more 
—W. C. Billeg, Emil G. Winter and R, P. 


Edwards. One year or more—W. F. 
Ewing, W. A. McGrath, W. E, Finchum 
and W. W. Woolen. 


John Hancock in Minnesota 


The John Hancock Mutual Life has en- 
tered Minnesota for its industrial depart- 
ment and has appointed Thomas G. 
Glynn, formerly in Chicago, as superin- 
tendent of the St. Paul office and James 
Quinn, formerly in Detroit, as superin- 
tendent of the Minneapolis office. In 
each of these offices they will develop 
an organization of 25 full time solicitors 
and both have made a very creditable 
showing thus far. 


Prudential Promotions 


Ivan Cox of Oklahoma City, Okla., and 
Thomas W. Forster of Topeka, Kans., 
have been promoted to the position of 
assistant superintendent in their re- 
spective districts by the Prudential. 


Paul Loder, manager of the Philadel- 
phia agency of the Provident Mutual 
Life, who is enjoying a vacation at Bel- 
grade Lake, Me., with his wife and chil- 
dren, will return to Philadelphia about 
Sept. 10. 





WESTERN & SOUTHERN NEWS 


H. C. Ratliff, Assistant in Detroit, Has 
Been Made Superintendent of The 
Company at Kalamazoo 


H. C. Ratliff has been promoted from 
assistant at Detroit south for the West- 
ern & Southern Life to superintendent at 
Kalamazoo, Mich. He started with the 
company as agent at Hamilton, O., in 
August, 1919. He was made assistant 
superintendent there and then trans- 
ferred to Detroit. 

Superintendent C, A. Marshall has been 
transferred from Cleveland north to 
Cleveland west. 

LeRoy Baxter has been promoted to 
superintendent and placed in charge of 
Cleveland north. He joined the Western 
& Southern as an agent at Akron, O., in 
April, 1918, and was made assistant two 
years later. The following have been ap- 
pointed assistant superintendents by the 
Western & Southern: 

Charles Cottona, Detroit east; C. Hen- 
slee, Piqua, O.; J. P. Murphy, Battle 
Creek, Mich.; B. F. Huystee, Detroit 
south; C. W. Moreland, Cincinnati west; 
W. E. Ginther, Parkersburg, W. Va.; R. J. 
O’Toole, Detroit west; James Gray, 
Steubenville, O.; C. G. Taylor, Akron, 0.; 
W. G. Wagner, Chicago west; Richard 
Weinman, Cleveland south; J. J. Simeck, 
Erie; J. L. Hudson, Lorain, 

Three assistant superintendents have 
been transferred as follows: C. W. Dop- 
pler, from Piqua, O., to Troy, O.; F. B. 
Dominick, from Detroit east to Detroit 
west; J. E. Kelley, from Cincinnati west 
to Ann Arbor, Mich. 


WEST COAST LIFE MEETING 


Program Announced for Annual Con- 
vention, to Be Held at Lake Tahoe, 
Cal., Sept. 6-8 





The program for the annual conven- 
tion of the West Coast Life, to be held 
Sept. 6-8 at Lake Tahoe, Cal., includes 
a talk by Vice-President Gordon Thom- 
son on néw policy contracts to be re- 
leased by the company in the near fu- 
ture. Mr. Thomson will also speak on 
group life insurance. Vice-President 
Charles W. Helser will preside during 
the sessions and will discuss plans for 
the “Eighth Campaign of the Golden 
Harvest,” an annual event during the 
last four months of the year. Other 
speakers on the program include L. G. 
Saunders of the Provident Mutual Life, 
on “My Two Homes”; “Selling Group 
Insurance to the Empleyer,” by E. 8 
Ransehousen, superintendent of the com- 
pany’s group department; “Getting the 
Vision,” by G. D. Thomas, agency di 
rector at Los Angeles; “Building Morale 
and Teamwork in an Agency Organiza 
tion,” by H. J. Stewart, assistant st 
perintendent of agencies at Portland, 
Ore.; “Some Observations and Expeti- 
ences in Sales Promotion Work,” by 
Guy C. Macdonald; “Developing New 
Contacts Through Old Policyholders, 
discussion led by G. Starr Cutler, assis 
tant superintendent of Agents in Cali- 
fornia. “How to Avoid Competition” 5 
another subject to be discussed. 

The business sessions will be held 
Thursday and Friday while the last day: 
Saturday, will be devoted to a boa 
trip about Lake Tahoe. 


Makes the Acceptor Guilty 


The anti-rebate law in California, ¢- 
fective Aug. 16, makes the acceptor 
a rebate guilty of misdemeanor. V® 
conviction, one is liable to 30 days ™ 
prisonment together with a fine equal t? 
three times the amount of the rebate 
California enacted an anti-rebate law ® 
1921 which made the agent or broker 
guilty of misdemeanor but there was ® 
provision for penalizing the poly 
holder. 
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MODERN BUSINESS GETTING METHODS 





Some of the Best Ways to Open Cases for 
Intensive Cultivation and Solicitation 


Where Definite Results Can Be Assured 


By CHARLES I. SCOTT 
Penn Mutual Life, New York City 


Of Brill & Scott, General Agents, 


Y first call I consider a success if 
M I come away from the prospect’s 
office with certain information 
which is not difficult to obtain, based on 
repeated actual experience, if the ques- 
tions are asked in the following order. 
Sincerely, I say that I practically open 
up every new case in the same way. I 
am not suggesting this procedure as a 
standard approach for Smith or Brown 
or Jones. I merely reiterate that it 
works. I use it and get results, and it 
is to me a standardized approach, which 
gets me action quicker than any I have 
ever tried or know of. 


How the Ice Is Broken 
For the Interview 


This is my procedure: 

“Mr. Brown—Scott is my name. It 
is my privilege to render a rather unique 
service, which service has for its under- 
lying purpose the payment to Mrs. 
Brown of a sum of $200, $300 or $400 
a month as long as she lives, and with 
it | combine an estate building feature 
whereby you will receive an income, 
beginning at a certain time, for the bal- 
ance of your life. 

“I did not come here to sell you any- 
thing. The fact is, I have nothing to 
sell. I merely ask the privilege of sub- 
mitting a program which I am sure will 
be intensely interesting, and all I require 
is just a little information. 











“Mr. Brown, are there any kiddies?” 

“Yes, two.” 

“What are their ages? 
boys or girls, Mr. Brown? 

“Boy, eight; girl, five and one-half.” 

“May I ask how old Mrs. Brown is?” 

“Mrs. Brown is 34.” 

“How old are you, Mr, Brown?” 

“Thirty-six.” 

“When?” 

“Last March 23.” 


Practical Question Is 
Asked the Prospect 


“There is only one more question, Mr. 
Brown. You are the only person on 
earth who can answer this one. If the 
big bell were to ring tonight, how much 
would you like to think would be the 
minimum sum to come into your home 
on the first day of every month?” 

“Well, I don’t know.” 

“Oh, well, just approximately, Mr. 
Brown. Of course, I don’t mean for 
them to live as you keep them now, 
while you are here. About what is the 
minimum amount they can get along on 
if your earning power were to stop?” 

“Well, I can’t say.” 

Note: By this time I have had an 
opportunity to size up my prospect, his 
surroundings and get a general idea of 
the character of the business, and fre- 
quently form a conclusion of my own, 
and if I cannot get him to answer, I 


And are they 














very often suggest a ridiculously small 
sum, as follows: 

“Well, Mr. Brown, can they get along 
on $75 or $100 a month?” 

“I should say not! Why, my dear 
sir, they could not get along on twice 
that.” 


Minimum Sum for 
Meeting Expenses 


“Oh, I realize that Mr. Brown, judg- 
ing, as I have already, the manner in 
which I assume you live. It was merely 
a suggestion. I know what it costs to 
live today. Suppose we say, Mr. Brown, 
about $300 a month would be the very 
minimum on which they could get 
along.” 

“Well, certainly not less than that.” 

“I thought not, Mr. Brown, Thank 
you. That’s about all. Oh, just one 
more question, Mr, Brown, Frequently 


; in the program which I develop, I can 


show you how you can best use any 
insurance that you now have in force 
on your life. Not accident, liability or 
fire; just life, Mr. Brown. Just how 
much life insurance do you carry now?” 
“IT am carrying about $25,000.” 
“Under what plan, Mr. Brown?” 
“QO. L.” 


“Is it all payable in one sum?” 

“Toa” 

Note: If it is endowment or 20-pay- 
ment, I ask how long it has been in 
force. . 

“Well, thanks again, Mr. Brown. I 
will get up something that I know will 
be intensely interesting to you. All that 
l am going to ask is that you keep a 
free and open mind until I show you 
my plan.” 

Taking out my watch I study the 
time and say: “If Thursday, about 11, 
will be all right for you, I will endeavor 





to arrange my plans accordingly, as I 
expect to be in this vicinity at that time. 

“Thank you, Mr. Brown. I will see 
you again on Thursday. Oh, Mr. 
Brown, I forgot one of the most impor- 
tant questions of all. Are you in as 
good physical condition as you appear 
to be?” 

“I’m all right.” 

“Well, you look it; but what I want 
to know is, when were you ill last? I 
mean confined to your bed?” 

“Not in 20 years.” 

“Never been declined by any insur- 
ance company, have you, Mr. Brown?” 

“No, sir.” 

Note: If he has had an illness or an 
operation, I immediately inject: “Mr. 
Brown, who was your doctor? Before 
I go any further in this matter, I am 
going to get a statement from him as the 
plan that I want to devise for you is 
one which we will extend only to those 
in the pink of physical condition.” 

As stated above, I am usually suc- 
cessful in getting the above information, 
and with this information in my posses- 
sion I am in a fair way to get this man’s 
business on my second call, which is my 
sales talk, and at which time I say 
everything that the facts warrant—prac- 
tically all of my selling. 

In conclusion, there is one very ex- 
tremely important thought that I want 
to leave. While getting this informa- 
tion, and as I leave, I inject anything in 
the way of a personal remark relating 
to his business, or if he is going away 
for a little rest or anything that comes 
to my mind which will leave a pleasant 
impression with the prospect, and if we 
shake hands, after this first visit, I grip 
it as hard as I possibly can, and I do 
this*with a smile. 





vice. 








‘Nothing humbler than ambition 
when it is about to climb.’’ 


Benjamin Franklin, the greatest American 
authority on ambition, made that observa- 
tion; and with equal truth he might have 
added that nothing is more aggressive in 
gaining its end, nor more conservative in 
its choice of means to that end. 


The Franklin has a splendid tradition for 
“Aggressive Conservatism.” 
to render practicable the highest ideals of 
life insurance, it has maintained among 
its underwriters, as the first essential, the 
highest ideals of service—ambitious ser- 


That other wonderful idea worded, “He 
profits most who serves best,” has been 
practiced by this company since 1884 
Our men know it is true. 


The Franklin Life Insurance Company 


Springfield, Illinois 


Organized 








DAYTON, 





Capital $200,000 





T= life insurance agent who wishes 
to obtain the representation of a 
reliable and preeminently honest com- 
pany will find The Gem City Life 
admirably suited to his needs. The Gem 
City will equip its agents to write all 
forms of personal protection and in one 
good strong company. 


There are exceptionally good oppor- 
tunities for agents and general agents 
in good producing territory. 


GEM CITY LIFE INSURANCE COMPANY 


I. A. MoRRISSETT, VicE-PrREs. 


OHIO 
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The Accumulation Policy 
is a combination of insurance 
and investment in a new sense. 
epoca Rate 
Age 35.......$31.90 per $1000 
The sutiianedl payment of the 
rate creates increasing benefits 
each year. As a seller it has no 
competition. Write us about it. 
NATIONAL LIFE ASSOCIATION 


Moines, lowa 








THE PENN MUTUAL 


is national in the scope of its operations. 
It is individual in the service that it 
renders to its members and to its field 
representatives. 

Back of your sadepentense | it is ready to 
stand as an economic bulwark. 


The PENN MUTUAL 


Insurance Co. 


Independence Square _ Philadelphia 











ACTUARIES 


ONALD F. CAMPBELL 








phon 
CHICAGO, ILL. 








A. GLOVER & CO. 
was eneulting Actuaries m 





Statisticians 
29 South La Salle Street, Chicago 
Successors to Marcus 
Consulting Actuary 








OHNE. HIGDON { Actuaries & Examiners 


OHNC. HIGDON } £°¢ Setse Building 








K J. HAIGHT 
CONSULTING 
ACTUARY 
810-813 Hurmme-Mansur Bidg. 
INDIANAPOLIS 


Hubbell Bldg. DES MOINES, IOWA 


Cs. WITHINGTON 
Fr nconsutirine ACTUARY 
948-949 Insurance Bldg. 


Tel. Walnut 3761 DES 10WA 














J. McCOMB 

COUNSELOR AT LAW 

CONSULTING ACTUARY 
Premiums, Reserves, Surrender Values, 
etc., Calculated. Valuations and Exami- 
mations Made. Policies and all Life 7 
surance Forms Prepared. The Law of 
Tasurance a Specialty. 
Celeord Bldg. OKLAHOMA CITY 








H. NITCHIE 
. ACTUARY 
1523 Association Bi 19 S. La Salle St. 
Telephone State CHICAGO 








ULIAN C. HARVEY 
CONSULTING ACTUARY 


Chemical Building ST. LOUIS, MO. 








B. YOUNG 


* CONSULTING 
ACTUARY 
AND ACCOUNTANT 


D. R. McLurg, Associate 
430 PETERS TRUST BLDG. 
Omaha, Nebr. 























HOLD RECORD MEETING 


NATIONAL LIFE AGENTS RALLY 


Big Round-up of Leading Producers 
and General Agents Held at Home 
Office in Montpelier, Vt. 


The greatest gathering of agents ever 
held at the home office of the National 
Life of Vermont was held last week in 
the joint meeting of the $100,000 Club, 
$200,000 Clnb and the General Agents’ 
Association. Over 200 agents of the 
company from all sections of the coun- 
try wére present and a four-day program 
of business and entertainment was thor- 
oughly enjoyed. The program opened 
on Tuesday with a meeting of the $100,- 
000 Club and the $200,000 Club sep- 
arately. These were business sessions 
of the clubs and some excellent sales 
talks were presented by the members. 
That night the entire representation en- 
joyed a clam bake on the aviation field 
near the home office of the company. 
On Wednesday the agents again en- 
joyed selling talks, one of the most in- 
teresting being that on “System” by 
Abner Thorp, Jr., editor of the Diamond 
Life Bulletin service. On Wednesday 
night the two clubs had a joint banquet 
at which Charles Gilman of the National 
of Vermont at Boston was the chief 
speaker. The general agents opened 
their business session Thursday morn- 
ing, the day being devoted to an outline 
of business-getting methods and a sur- 
vey of the company’s program for the 
coming year. On Thursday evening the 
agents were entertained at dinner at the 
Montpelier Country Club. At the Fri- 
day session C. O. Law of Roberts & 
Law, general agents for the company 
at Wheeling, W. Va., gave one of the 
most interesting addresses, his subject 
being, “Developing an Agency.” Agents 
and general agents Joined in the ban- 
uet on Friday evening at which United 
States Senator Green from Vermont 
displayed a bit of true New England 
oratory. 


Agents Visited Duluth 


Nearly 50 agents of the Midland Mu- 
tual Life of Columbus, O., took a lake 
trip last week on the steamer Tionesta, 
spending a day in Duluth, Minn. Dur- 
ing the day in Duluth, the agents were 
given a dinner at the chamber of com- 
merce. A delegation of Duluth insur- 
ance men and representatives of the 
chamber of commerce greeted the Mid- 
land Mutual agents and took them for a 
drive about the city. 
Charles D. Oreckovsky, Duluth general 
agent for the Minnesota Mutual, gave 
the address of welcome. E. P. Tice of 
Columbus responded with a brief talk. 


Provident Mutual Delegation 


Some 40 or more general agents of the 
Provident Mutual will attend the an- 
nual convention of the National Life 
Underwriters Association of Chicago 
next week. Vice-President M. A. Linton 
and Manager of Agencies Franklin C. 
wo will be on from the home office. 

A dinner will be given the general agents 
and all representatives of the company 
in attendance at the convention. 


Hoover Again a Producer 


G. W. Hoover of Springfield, Mo., 
formerly supervisor of the Standard 
Life of St. Louis, has gone back into 
the production end of the business and 
turned in a volume of $31,500 for July. 
Mr. Hoover has promised no less than 
$300,000 for the year. 


Great Northern in Montana 

The Great Northern Life of Chicago 
has been admitted to Montana. W. M. 
Sullivan and L. T. Wilkins have been ap- 
pointed to represent the company in that 
state. Both have had previous experi- 
ence in selling accident and health in- 
surance. 


At the meeting. 





CHICAGO CONVENTION | 
ATTRACTS ATTENTION 


(CONTINUED FROM PAGE 1) 


ful when tried. The dominant thought | 
on the part of the program committee | 
this year has been to secure as speakers | 
and as topic leaders those who have | 
made a particular study of the subjects | 
under review and who, by virtue of| 
accomplishment, have proven their abil- | 
ity to counsel others. 


Woods Will Speak 


While E, A. Woods of Pittsburgh has 
been a prominent figure at national life 
conventions from the time when “the 
memory of man runneth not to the con- 
trary,” none will challenge the statement 
that he has a knowledge of agency con- 
ditions equaled by few and surpassed by 
none in the business, and that he is 
peculiarly fitted to tell others how suc- 
cess is to be had in selling life insur- 
ance. Others who will have charge of 
the different topics to be discussed at 
length include Darby A. Day, Chicago; 
Robert L. Jones, New York; William 
M. Duff, Pittsburgh; Graham C, Wells, 
New York; Robert L. Foreman, At- 
lanta; Dr. Griffin M. Lovelace, New 
York; Dr. C. J. Rockwell, Pittsburgh; 
Orville Thorp, Dallas, and Robert F. 
Palmer, Chicago. 

Others to be 
President Winslow 
Mutual Life; C. Vivian 
cinnati; Henry A. Stout, 
Frank H. McChesney, 
George L. Dyer, St. Louis; H. S. Stan- 
dish, Chicago; Isaac Pinkus, Indian- 
apolis; Ralph W. Hoyer, Columbus; J. 
W. Bishop, Chattanooga; James M. 
Bloodworth, St. Louis; A. C. Larson, 
Madison, Wis.; Marmaduke Corbyn, 
Oklahoma City; John L. Shuff, Cincin- 
nati; P. M. Ray, Des Moines, and John 

Tunmore, Brooklyn. 


Companies to Have Agents Present 


heard include Vice- 
Russell, Phoenix 
Anderson, Cin- 
Dayton, O.; 

Rochester; 


Not only are the agents throughout 
the country alive as never before to the 
benefits to be attained through at- 
tendance at the convention, but many 
of the companies, and more especially 
those of the central west, are decidedly 
interested and are urging their field men 
to go to Chicago if it be at all pos- 
sible. Certain offices are offering a free 
trip to such of their agerits as write a 
certain amount of new business within a 
given period. One particular company 
has made reservation for 50 of its field 
representatives upon that basis. Still | 
another reports 37 as having qualified. 
These companies realize the educational 
advantage to be derived from the free 
discussion of timely field subjects by 
trained men, and feel that the time and 
money expended by agents in making 
the journey will be more than repaid 
by the knowledge and stimulation had 
therefrom. 

A growing force for years, the Na- 
tional Association of Life Underwriters 
was never in better position to help the 
soliciting agents of the country than it 
is today, thanks to those who have had 
the vision to see the needs of the busi- 
ness and the ability to arrange a policy 
for meeting them. 








W. A. Stalnaker’s Change 


W. A. Stalnaker has resigned as 
agency director of the Jefferson Stand- 
ard Life in West Virginia. Mr. Stal- 
naker has returned from his former 
home at Clarksburg, W. Va., and will 
reengage in general agency work in 
West Virginia or Pennsylvania. 


Many Nebraska Licenses 


More than 26,000 agents’ licenses have 
been issued by the Nebraska bureau of 
insurance since May 1. The state law 
forbids the writing of insurance by any 
person not holding a license. The num- 
ber is in excess of the total a year ago. 
No separation of the names is made to 
indicate how many of the license holders 
are full time men, but apparently the 
crusade against bankers and real estate 
men handling insurance has made very 
little headway. Many bankers are listed 
as agents of various kinds. 





WM. D. WYMAN IS DE/ 


(CONTINUED FROM PAGE 1) 
urer. On Jan. 20, 1911, he was electé 
| president. 

Franklin Wyman a Brother 
Franklin Wyman of Wyman & Palm 
of Chicago, managers of the compa 
there, is a brother and went east to 
funeral. President Wyman’s  s¢ 
Samuel D. Wyman, died a short tin 


| ago, he having been manager at Bosta 
| Mr. 


Wyman grieved very deeply o 
the death of his son, who had started 
very promising career and had made 
success of his work. Just a few wee 
ago, W. S. Weld, superintendent 
agents, died. Mr. Weld was one of 
Wyman’s earliest employes, he havi 
been secured for the Berkshire Life ¢ 
fice when Mr. Wyman started as st 
manager. 

During the time that he was gene 
agent, he was particularly interested 
the life underwriters association. 
Wyman impressed all with his sincerij 
He was not what might be termed 
“go-getter.” He believed in solid, st 
stantial, conservative life insurance with 
out many frills. 

The funeral is to “be held tod 
(Thursday) in Pittsfield, Mass. 


L. B. Bishop’s Tribute 


L. Brackett Bishop, Chicago man 
of the Massachusetts, who was a c 
friend of Mr. Wyman, commented 
follows upon receipt of the news: 

“When I heard the sad news of ¢ 
sudden death of my old friend and a 
ciate, President William D. Wyman 
the Berkshire Life, my keen sense 
personal loss was somewhat tempe 
when I considered Mr. Wyman’s | 
and useful career. 

“When Mr. Wyman was Chic 
manager of the Berkshire, his conte 
porary associates and insurance 
agers always sought out Mr. Wyma 
for his unfailing sound and kindly j 
ment and advice. His constructive, c 
servatism and keen business foresig 
makes his death a real loss to life ins 
ance. During his administration 
president of the National Association 
Life Underwriters and during his pre 
dency of the Association of Life Ins 
ance Presidents, recognition was gi 
to his organizing and executive abiliti 


Will Enter New York 


United States National Life 
Casualty of Chicago, being organiz 
by the National Life, U. S. A., to t 
over its health and accident busin 
will enter New York. This will givet 
company an opportunity to greatly 
large its business and Manager Charl 
H. Boyer of the casualty departme 
expects to have a strong organizati 
in that state. Mr. Boyer is now maki 
plans for a systematic health and act 
dent school following the one that 
conducted in Chicago in July. 
states that he will get his organizati0 
on a basis where he will not empl 
anyone in a supervising capacity m™ 
has not a diploma from the school. 


The 


Life Notes 


S. H. Kyle of Sardis, Miss., an a&@ 
of the Lamar Life, was elected supe™® 
tendent of education in Pamola coun 


Charles L. Minshall, agency man 
for the Bankers Life of Iowa at Coll 
bus, O., is reported to be speedily 
covering from a severe attack of 
maine poisoning. 

W. R. C. Kendrick, Iowa insura 
commissioner, gave the address of 
come at the national convention ° 
Modern Brotherhood of America in 
son City, Monday. 

William A. Law, president of the P 
Mutual Life, has just returned from 
vacation in’ Nova Scotia. William 
Kingsley, vice-president in chargé 
agencies, is enjoying a vacation 
Georgian Bay. 

W. P. Dodson, district manage 
Norfolk, Va., for the Mutual Life 
New York, has been elected a mel 
of the town council of Sea Pines 
Virginia Beach, where he makes 
home. 





